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W. W. CHAMBERLIN 


Less than five years ago there were only a half dozen Franklin 
representatives in Alabama, 


In January 1944, Southeastern Manager W. W. Chamberlin un- 
dertook the organization of the state. Today Alabama stands 
among the company leaders. New business produced during the 
first eight months of this year exceeded last year by 34%. 


In addition to leading this dynamic organization, Manager Cham- 
berlin found time during August to qualify for our exclusive 
“Sixty Club” (sixty sales in sixty calendar days). He started on 
August 5. In eighteen days he had qualified. All his sales except 
three were on Franklin exclusive’ contracts. 


In 1947 the top ten Franklinites in Alabama averaged $15,486 
in cash earnings. This year earnings for the same group will be 
considerably greater. 


We are proud of our Alabama associates who are typical of the 
representatives of America’s most spectacularly growing company. 


1 INSURANCE 
COMPANY 


CHAS. E, BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $600,000,000 insurance in force 


FRIDAY. OCTOBER 29, 1948 





= 
cD 
= _ 


Gi 
In: 


Wid 
was g 
the fe 
bulleti: 
compa 
into pt 
ary eff 
at the 
being : 
with 4 
pansio! 

The 
by one 
the ins 
up strc 
least © 
the fed 
timatio 
bonds | 
ing fur 
who ar 
This v 
with p 
number 
ing on 
whole 1 
the ins 

In ac 
eral res 
terpretz 
but it ¢ 

“Part 
demand 
financin 
compan 
tions a 

indicate 
been sh 
governn 
credit. 

governn 


vovpn \ | in the a 


§. Coon 


> 
=. 
° 
o 


: c pe e . 5 as 9 
‘ay. Buwiur : P “yee A . ‘ 
ny \ s -. sent amo 9 o and @ ave 7 wate 


\ 


Quark qo) sou i  yrOMn visets — eon WTF a Inflation 
v he , . 


The b 
cabies quitome ws gas" ; she agraphs 
‘ ary pres 
in the ¢ 
ures of 3 
have bee 
tinuing ¢ 
vate pur: 
has_ bee: 
well as ; 
ary tenc 
deposit 
Further 
been the 
expansio 
bonds by 
eral rese 
been use 
tate loan 
ties. 
“Busin 
Particula: 
banks sit 
been wid 
from sm. 
(CC 














THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. Office of Publication, 175 W. Jackson Blvd., Chicago, IIl., U. S. A. 52nd year. 
No. 44, Friday, October 29, 1948. $5.00 per year (Canada $6.00). 20 cents per copy. Entered as second-class matter Tone 9, 1900, at the post office at Chicago, Ill., under act of March 3, 1879. 





XUM 





ee 
52nd year. 
79. 


LIFE 
INSURANCE 
EDITION 


FRieNATIONAL 
UNDERWRITER. 


OCTOBER 29, 1948 
52nd Year, No. 44 





Inflationary, Says 
Federal Reserve 


Widespread Publicity 
Given Charges Against 
Insurance Companies 


Widespread press and radio attention 
was given last week to the comment of 
the federal reserve board in its October 
bulletin that the shifting by life insurance 
companies out of government securities 
into private credits has had an inflation- 
ary effect upon the economy. The board 
at the same time admitted its failure in 
being able to throttle inflationary forces 
with a 15 month check on credit ex- 


pansion. 

The bulletin charges were circulated 
by one of the national wire services and 
the insurance company angle was played 
up strongly in local interpretations. At 
least one radio commentator read into 
the federal reserve board report the in- 
timation that in selling its government 
bonds the insurance companies are lend- 
ing funds to business men and others 
who are taking credit on a shaky basis. 
This was couched in the same breath 
with purported FRB comment that a 
number of individual citizens are buy- 
ing on credit unwisely, so that the 
whole matter reflected unfavorably upon 
the insurance companies. 

In actuality, the comment in the fed- 
eral reserve board bulletin left such in- 
terpretations as this to the imagination, 
but it did say in assaying the future: 

“Part of the large potential credit 
demand may be satisfied by non-bank 
financing institutions such as insurance 
companies, building and loan associa- 
tions and saving banks. As has been 
indicated previously, these agencies have 
been shifting out of long term, ‘ 
government securities and into private 
credit. Funds from the sale of these 
government securities have been supplied 
by the federal reserve system which, 
in the absence of other buyers, has pur- 
chased them in support of their market 
price. This process of shifting out of 
government securities results in the 
creation of bank deposits and bank re- 
serves and is just as inflationary as bank 
credit expansion.” 


Inflationary Pressures Dominant 


The bulletin further comments in par- 
agraphs preceding this that: “Inflation- 
afy pressures have continued dominant 
in the economy notwithstanding meas- 
ures of restraint in the credit field wihch 
have been adopted since mid-1947. Con- 
tinuing expansion of bank credit for pri- 
vate purposes during the past 15 months 
has been a contributing factor to, as 
well as an effect of, prevailing inflation- 
ary tendencies . . . In recent months 
deposit expansion has been resumed. 
Further growth of bank deposits has 
been the result of additional bank loan 
expansion and of sales of government 
bonds by non-bank investors to the fed- 
eral reserve, the proceeds of which have 
een used to make business or real es- 
o” loans and to buy corporate securi- 
ies. 

“Businesses as a group have sought a 
particularly heavy volume of funds from 
banks since mid-1947 . . . Demand has 
been widespread and pervasive, coming 
from small as well as large companies 

(CONTINUED ON PAGE 11) 
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Dropping U.S. Bonds Actuaries Hold Joint 


Meeting at French Lick 


FRENCH LICK, IND.—Life insur- 
ance in western Europe has, with few 
exceptions, survived the distress caused 
by the war or by inflation, the joint 
meeting of the Actuarial Society. of 
America and the American Institute of 
Actuaries was told by Horace R. 
Bassford, vice-president of Metropoli- 
tan, president of the society, and J. 
Gordon Beatty, chief actuary Canada 
Life, president of the institute, who 
made a joint statement based on their 
observations and talks while in Europe 
last summer. 

Best records were registered in the 
Scandinavian countries, Belgium, the 
Netherlands and Switzerland, where the 





J. G. Beatty 


H. R. Bassford 


life insurance per capita has kept pace 
with the increase in the cost of living, 
they said. Life insurance made a rela- 
tively poor showing in France and 
Italy. France and Italy are the only 
countries of western Europe in which 
life insurance did not remain fully in 
private hands. 

They found no common pattern in the 
restrictions on the coverage of war risks 
that were imposed in the various Euro- 
pean countries during the war. Post- 
war actions on war clauses have also 
varied greatly. In a number of Euro- 
pean countries companies are not al- 
lowed to offer full coverage against war 
risks. In Finland war clauses have been 
used which exclude deaths from atomic 
bombs or other mass destruction wea- 
pons. In Great Britain some companies 
which used war clauses during the war 
are continuing to use them but others 
have dropped them. Some insurance 
men in that country believe that if an- 
other war comes along the government 
may have to step in and take whatever 
action is necessary to protect the com- 
panies, regardless of whether they have 
war clauses in their policies or not, just 
as they did in certain European coun- 
tries during the last war. 


Factors in Lapse Rates 


G. E. Cannon, actuary of Standard of 
Oregon, said annual premium lapse 
rates are only about one-fourth the rate 
for quarterly premium policies, accord- 
ing to his company’s records. Policies 
settled by note showed a materially 
higher lapse rate than those paid for in 
cash. Distinctly lower than average 
lapse rates were found among profes- 
sional workers, proprietors, students and 
housewives, while distinctly higher than 
average rates were found among labor- 
ers, semi-skilled workers and salesmen. 

Lowest lapse rates are found in the 
highest income brackets. After age 20 
the lapse rate decreases with age at 
time of purchase. Those 40 and over at 
purchase showed a rate not much over 
one-third that for applicants aged 20-24. 

Larger policies showed a_ smaller 
lapse rate than smaller policies. Old 
policyholders had a higher lapse rate 
than new policyholders. There was little 
difference between men and women, the 
former showing a slightly lower lapse 


rate, There was a definite relationship 
between the lapse rate and quality of 
agent. 

“A study of persistency is merely a 
preliminary to the consideration of a 
larger problem, namely the reduction of 
waste arising from lapse,” Mr. Cannon 
said. “This study clearly shows that the 
ability of the writing agent has much 
to do with the rate of persistency. Cer- 
tainly selection and training of agents 
is of outstanding importance to improv- 
ing persistency. Efforts devoted in this 
direction would seem to be more pro- 
ductive than the installation of a system 
to follow up lapses after they have oc- 
curred.” 


Discusses Union Coverage 


Clarence H. Tookey, actuarial vice- 
president of Occidental Life, said that 
group life policies issued to unions con- 
stitute one of the important recent de- 
velopments and that in writing such 
cases it is usually desirable that the 
amount of insurance on each member 
be the same, the premium be such that 
it can be paid out of dues, 100% of 
union members be insured, the union 
should be stable and maintain complete 
records of its members, and members 
retired because of age should not be in- 
cluded unless for very smal] amounts. 
Mr. Tookey said on union business 
where all members are covered the 
claim experience of his company has 
been very satisfactory. 

Recent development of comprehensive 
medical expense insurance plans, cover- 
ing non-disabling as well as disabling 
illnesses, may contribute to preventive 
medicine and help people avoid serious 
illness, Morton Miller, assistant actuary 
of Equitable Society, said. He said it 
is theorized that individuals will be 
more likely to go to their physicians for 
periodic health check-ups, thus permit- 
ting the early discovery of many condi- 
tions and the correction of remediable 
ones. Also, when feeling ill, they will 
tend to seek medical attention sooner 
than they might otherwise and thereby 
avoid the often serious effects of delay. 


New State Mortality Tables 


Mortimer Spiegelman, Metropolitan 
Life, said the new state mortality tables, 
prepared in the Metropolitan home of- 
fice and published by the national office 
of vital statistics, focus attention on the 
wide variation in longevity and _mor- 
tality still existing within the United 
States. Nebraska ranked highest in 
expectation of life at birth in 1939-41, 
with a figure of 66.25 years for white 
males and 70.04 years for white females. 
Arizona ranked lowest for white males, 
with an expectation of life at birth of 
only 56.83 years, and New Mexico 
ranked lowest for white females with 
60.96 years. However, there has been 
a narrowing in the margin of mortality 
and longevity between the states with 
the poorest and best records because of 
improvements in the former states. 

Former railroad employes living on 
retirement annuities under the railroad 
retirement act show a death rate lower 
than that for the general population but 
considerably higher than that for those 
living under individual private annuity 
contracts, A. M. Niessen of the railroad 
retirement board, Chicago, said. Those 
who retired with disability annuities 
showed a very high death rate, especial- 
ly at the earlier ages. Those retiring be- 
cause of age only showed a mortality in 
the first years after retirement gener- 
ally heavier than in later years. 

The mortality experience on the lives 
of children under age 5 who were in- 

(CONTINUED ON PAGE 11) 


Sec. Snyder Asks 
Insurers fo Avoid 
Inflationary Loans 


But Treasury Head 
Seeks No “Agreement” 
on Restricting Investments 


Without any suggestion of pressuring 
companies to refrain from selling gov- 
ernments or to restrict their investments 
in other fields, Treasury Secretary Sny- 
der has asked the joint monetary affairs 
committee of Life 
Insurance Assn. of 
America and Amer- 
ican Life Conven- 
tion to take steps 
to inform the in- 
surance business as 
a whole of 
views as to 
existing dangers to 
our economy and 
thus to create an 
atmosphere of cau- 
tion on the part of 
lending insurance 
companies just as 
the American 
Bankers Assn. has endeavored to do 
with the banks of the country.” 

In line with this request, Chairman 
George L. Harrison of New York Life, 
chairman of the committee, has sent let- 
ters to President Leroy A. Lincoln of 
Metropolitan Life and President W. E. 
Bixby of Kansas City Life, presidents 
respectively of L.I.A. and A.L.C., set- 
ting forth Secretary Snyder’s views and 
summarizing the two-hour conference 
which the committee had with him Oct. 
18. 


Seeks No “Agreement” 


Secretary Snyder emphasized at the 
start of the conference that he would 
not under any circumstances ask the 
committee for or expect any “agree- 
ment” about restricting loaning opera- 
tions, understanding that it would be 
impossible for the committee to make 
any such agreement or commitment, 
either as a committee or as a group of 
insurance companies, 

The purport of the Secretary’s discus- 
sion, according to Mr. Harrison’s letter, 
was that “we might try to formulate 
some program aimed toward restricting 
unnecessary inflationary loans.” 

“He pointed out,” the letter continues, 
“that he was aware that many loans 
were needed by industry and commerce 
to increase production and to facilitate 
distribution and that these loans may 
well be made within any reasonable pro- 
gram of voluntary credit control. We 
stated that while most, if not all, con- 
struction loans, whether for housing or 
for new industrial facilities, might be 
considered inflationary, certainly in the 
first instance, judgments might well dif- 
fer as to what is a necessary or an un- 
necessary loan, based on its social or 
economic value. The Secretary agreed 
with us that this is so and that each 
company must be left free to make its 
own decision of this difficult question. 
But we all felt that it would be helpful 
if each company would make this deci- 
sion in the present period of rising 
prices in an atmosphere of caution and 
restraint. 

“The committee assured the Secre- 
tary of its desire to cooperate with his 
efforts to restrain unnecessary inflation- 
ary pressures and stated that we would 

(CONTINUED ON PAGE 11) 
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Says Insurance Men Veterans of Long Conn. Mutual Service 


Should Consider 
Backing TDB Laws 


NEWARK — Perhaps it is time for 
the insurance people to change their 
thinking and come out as an industry 
in favor of unemployment disability, if 
such legislation permits the insurance 
factor be written by private companies 
that are adequately prepared to do the 
job, Curran, supervisor of the 
statutory disability division of the Loy- 
alty group, said at the meeting here of 
the New Jersey A. & H. Assn. and the 
New Jersey Women’s A, & H. Assn. 

The legislatures of 22 states are going 
to consider such bills in 1949, Mr. 
Curran said he has heard. In Nevada 
the legislature passed a bill that was 
vetoed by the governor but that may be 
passed over the veto. It is anticipated, 
he said, that this business will mush- 
room. 

With a new philosophy of life and a 
new approach to social problems, he 
said he thought that a stable, conserva- 
tive industry like insurance should not 
be in the position of impeding what ap- 
pears to be the demands of voters. 
After all, he said, the compulsory dis- 
ability bills are passed by the elected 
representatives of the people of the sev- 
eral states. Insurance today is pretty 
much in the position of a quasi-public 
utility. 

In New Jersey, the temporary disa- 
bility benefits law, effective Jan. 1, will 
apply to 36,000 employers and 1,600,000 
employes, Assuming that companies or 
the state will secure a premium of ap- 
proximately $20 per employe, this 
means an additional A. & H. premium 
income in one state of some $32 mil- 
lion—-a conservative estimate. If the 
law is amended to include the insuring 
of employes from one up instead of 
from four up as at present, many more 
millions of dollars will be produced in 
New Jersey. In 1920, A. & H. pre- 
miums written by all companies totaled 
$92 million. In 1947 the figure had 
grown to $992 million. 


Life People Trained 


Life insurance sales staffs are highly 
trained and organized, he pointed out, 
which is not true of agents in fire an 
casualty. Consequently, the only highly 
trained sales staff in the entire industry 
consists of those engaged in the life 
business. For this reason, he said, the 
one important practical contribution that 
a local A. & H. association can make to 
the industry would be to educate those 
in the A. & H. field who come from the 
fire and casualty business by establish- 
ing a sound, substantial and intensive 
educational program, 

He urged a more thorough under- 
standing of the underlying principles 
behind the various forms of A. H. 
coverage. This will enable all A. & H. 
agents to be of better service to the 
community, to their insured and of more 
value to their companies. 





Counter Anti-Herbert Move 


COLUMBUS—A group of Ohio in- 
surance agents headed by Ralph W. 
Hoyer, general agent of John Hancock 
Mutual Life here, has been organized 
to work for the reelection of Gov. Her- 
bert. The committee says that the gov- 
ernor has been unjustly criticised by an 
organization of insurance agents. A let- 
ter sent to 20,000 agents says that there 
has been some misguided and unjustified 
criticism of Gov. Herbert. His critics 
fail to tell that the action they criticise 
was that of the courts and not the in- 
surance department. The governor has 
beer criticised by certain local agents 
because of the licensing of about 600 au- 
tomobile dealers of General Motors to 
write insurance. The department has 
replied that the courts have held that 
applicants for licenses cannot be barred 
as a class, but each applicant must be 
judged on his individual merits. 


Senior employes 
in point of service 
at the recent organi- 
zation meeting of 
Connecticut Mu- 
tual’s Quarter Cen- 
tury Club were (left 
to right) Henry I. 
B. Rice, vice-presi- 
dent and actuary; 
Herman Wahlberg, 
building superinten- 
dent; Harold F. Lar- 
kin, vice-president; 
William G. Hender- 
son, ‘underwriting 
department, and 
Harvey Goodwin, 
cashier. 











Simpson Heads Middle 
Atlantic Actuarial Club 


RICHMOND — William Simpson, 
Acacia Mutual, was elected president of 
the Middle Atlantic Actuarial Club at 
its fall meeting. Other officers are 
Thomas N. E. Greville, national office 
of vital statistics, U. S. Public Health 
Service, vice-president, and Helen R. 
Gibson, Monumental Life, secretary- 
treasurer. 

James E. Woolery, vice-president and 
actuary of Occidental Life of North 
Carolina, presented a paper on ‘“Ap- 
proximate Methods of Obtaining Cer- 
tain Annual Statement Figures” jin 
which he outlined the methods used gen- 
erally by insurance companies in the 
south, C. Bronson, the Wyatt Co., 
pension consultants, gave a paper on in- 
dustrial pensions as opposed to socialized 
doles in which he emphasized some of 
the problems that may develop in the 
financing of industrial pension plans. 
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CONGRATULATIONS 


Commonwealth Life Insurance Company extends sin- 
cere congratulations and good wishes to Mr. W. E. 
Bixby, the new President of the American Life Con- 


vention. 


ance Company, where he 


and support to Mr. Bixby 








CUM MUN 


LIFE 


Mr. Bixby is President of the Kansas City Life Insur- 
anniversary this year. His rich background of experi- 


ence in the Life Insurance business qualifies him well 
for the duties of his new office. 


Commonwealth pledges its wholehearted cooperation 


Insurance in Force—August 31, 1948—$374,756,352 


INSURANCE 


R. J. Myers, chief actuary of the so- 
cial security administration, told of his 
trip to England to attend the centenary 
of the British Institute of Actuaries and 
his trip to the continent as a member of 
the actuarial subcommittee of the inter- 
national labor office committee of social 
insurance experts. He also described 
his trip to Greece as actuarial consultant 
to the American mission to aid Greece. 





Attorneys Talk on Trusts 


Life Insurance & Trust Council of 
Los Angeles had a trio of prominent 
attorneys discuss “How Should a Tes- 
tamentary Trust of New California 
Community Property Be. Drawn to 
Conform to the Requirements of the 
Federal Revenue Act of 1948?” 

Richard H. Foster discussed the topic 
from the angle that it should be two 
trusts. Leon Brown talked from 
the angle of one trust, and Joseph W. 
Meek from the angle of one testamen- 
tary and one inter vivos trust. 


celebrates his twenty-fifth 


in his new responsibilities. 
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Stock Holdings of 
Lite Companies Up 
$86 Million in 1948 


Ownership of U. S. corporate stocks 
by life companies totaled $1,457 million 
on Aug. 31, an increase of $86 million 
since the first of the year and 86% 
more than holdings of this type at the 
end of the war, the Institute of Life 
Insurance reports. 

The greater part of the increase was 
in stocks of industrial and miscellaneous 
corporations, which totaled $951 million 
on Aug. 31, up $90 million since the 
first of the year. Holdings of railroad 
stocks showed a slight increase to $109 
million and public utility shares de- 
creased slightly to $397 million. 

Preferred stocks accounted for 76% 
of the holdings. They totaled $1111 
million, of which $717 million were in- 
dustrial and miscellaneous, $315 million 
public utility and $79 million railroad, 

Common stock holdings, totaling $346 
million included $234 million of indus- 
trial and miscellaneous, $82 million pub- 
lic utilities and $30 million railroad. 

Ownership of stocks has been one of 
the areas in which life insurance funds 
have been increasingly active in recent 
years, Present stock holdings are about 
three times those prior to the war. Even 
within the limitations under present 
laws, nearly 3% of life insurance assets 
are invested in stocks. This is the high- 
est percentage since 1910. In many 
states investment in common stocks is 
not permitted and in the others there 
are limitations, 


Pacific Mutual G. A.s Assn. 
Approves New Contract, 
Elects Officers at L. A. 


LOS ANGELES—Pacific, Mutual 
Agency Assn. held its annual meeting 
here with about 47 men, or practically 
all members, in attendance. Officers 
elected are: 

President, E. A. Ellis, Los Angeles; 
vice-president, Earle S. Rappaport, Chi- 
cago; secretary-treasurer, Erle T. Gil- 
bert, Los Angeles; directors, Raymond 
A. DuFour, Washington, D. C..,. chair- 
man; Harry Gantz, Columbus; Emory 
L. Jenks, Atlanta; Walter R. Hoeffiin, 
Seattle; Ted Dreyer, Oakland, Cal, 
and Roy Schroeder, New Oreleans. 

Several matters of importance to 
members were discussed during the ses- 
sions, which concluded with a cocktail 
party with the home office executives 
as hosts. 

W. M. Rothaermel, vice-president and 
superintendent of agents, and Asa 
Call, president of Pacific Mutual, ad- 
dressed the association. Mr. Rothaer- 
mel commented that the company this 
year is writing a good volume of new 
business and most of the agencies are 
making an improvement in production 
over 1947. 

A new agency contract which has 
been studied for many months by a spe- 
cial acquisition cost and compensation 
committee of the association of which 
R. B. Coffman of Cleveland was chait- 
man and Earle S. Rappaport, Chicago, 
secretary, was approved. 

Practically the entire meeting was 
devoted to discussion of provisions in 
this contract. Minor adjustment in com- 
missions on some forms was made an 
the changes approved by both company 
and agents. In general, old general 
agents with a large number of older 
agents will have their rights under the 
old contract recognized but any new 
men they appoint will go under the new 
contract, and all new general agents and 
their men will go under the new cOfl 
tract. 


Talk on Trust Investments 


A. N. Murphy, vice-president and 
trust officer of First National 
spoke at the October meeting of Okla 
homa C.L.U. on “Trust Instruments. 
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NALLC. Group Rejects 
Industry's Minimum 
Benefits Report 


Some Favorable Sentiment 
Seen for “Statement 
of Principles” 

By FRANK A. POST 


At the conclusion of a two-day hear- 
ing in St. Louis, Commissioner Downey 
of California, as chairman of the mini- 
mum benefits subcommittee of the A. & 
H. committee of National Assn. of In- 
surance Commissioners, announced that 
the report of the industry committee 
which has been considering that sub- 
ject was unsatisfactory and unaccept- 
able. He said the report did not of- 
fer any solution to the problem; that it 
took the position that “everything’s fine 
now, so let’s not change it.” That vir- 
tually put the whole matter back where 
it was when Downey introduced it at a 
hearing at Chicago last April. The is- 
sue was not directly thrown back into 
the lap of the industry committee. but 
its members were notified that if they 
had any further recommendations to 
make it should be done in the next three 
weeks. ’ 


Downey Submits New Bill 


Downey still is irrevocably commit- 
ted to the idea of minimum benefits in 
point of either money or time or both, 
by either legislation or departmental ac- 
tion. He submitted a new version of the 
minimum benefits bill/which he presented 
last April, and announced that it was 
to go before the full A. & H. committee. 
He said the bill had been revised to take 
care of most of the suggestions and 
criticisms which had been sent to him 
by company people at his request, but 
they didn’t seem to like it any better 
than the original. He again asked for 
comments on the new version, which 
also are to be in in three weeks. He 
admitted that in any scheme of that 
kind it would be necessary to vary the 
benefits almost from state to state and 
that the same standards of adequacy 
could no be applied in Mississippi and 
in New York or California. 


Called Unjustifiable Interference 


Mr. Downey's criticisms were re- 
garded as being directed mainly to the 
report of the minimum benefits subcom- 
mittee of the industry committee, 
headed by J. Eugene Taylor, National 
Life & Accident. Its general conclu- 
sion was: “It is the sense of this com- 
mittee that the establishment by legis- 
lation or by administrative ruling of 
minimum amounts payable under acci- 
dent and health policies, either with re- 
spect to the amount of the periodic pay- 
ment or the period for which payments 
will be made, would be an unjustifiable 
interference with ‘both the function of 
management in the conduct of insurance 
business in America and the right of the 
Insuring public to enjoy freedom of 
choice in purchasing insurance protec- 
tion, and is contrary to the principles of 
Iree enterprise which are the basis for 
the economy of this country.” Much 
of the report consisted of reasons for 
teaching that conclusion. 

The report of the main committee was 
devoted mainly to a review of the sub- 
Ject of regulatory authority and of the 
way in which the committee handled its 
assignment, including the delegation of 
Various topics or functions to subcom- 
Mittees and the reorganization of the 
committee from the basis on which it 
Was originally set up, to make its mem- 
ership consist of the four trade asso- 
Cations, H. & A. Underwriters Con- 
ference, Bureau of A. & H. Underwrit- 

(CONTINUED .ON. PAGE 19) 


Announce L.I.A.M.A. 
Forum Subjects 
and Participants 


The institutional forum at the L.I.A.- 
M.A. annual meeting in Chicago Nov. 
10-12, which will be conducted by 
Charles J. Zimmerman, associate man- 
aging director, will cover social secur- 
ity, managerial education and training, 
college and adult education and training, 
college recruiting of agents, and institu- 
tional training developments, 

Forum participants will be Raymond 
H. Belknap, chairman of the L.1.A.M.A. 
committee for companies writing A. & 
H. and director of agencies of Occi- 
dental Life; Judd C. Benson, vice-presi- 
dent National Assn. of Life Under- 
writers and manager home office agency 
Union Central Life; Osborne Bethea, 
member N.A.L.U. committee on_ re- 
search projects and general agent Penn 
Mutual, New York City; Charles W. 
Campbell, member N.A.L.U. commit- 
tee on research projects and manager of 
the Newark agency of Prudential; Frank 
S. Endicott, director of placement 
Northwestern University; H. G. Ken- 
agy, chairman L.I.A.M.A. committee for 
relations with universities and vice- 
president of Mutual Benefit Life; Rob- 


ert I. Mehr, professor of insurance Uni-, 


versity of Illinois; Clifford H. Orr, 
president N.A.L.U. and general agent 
National Life of Vermont, Philadel- 
phia; J. Harry Wood, chairman L.I.A.- 
M.A. committee for field personnel and 
executive vice-president Paul Revere 
Life; Edmund L. G. Zalinski, managing 
director Life Underwriter Training 
Council. 

The forum is scheduled for Thursday 
afternoon, the second day of the meet- 
ing. It was originated last year by Mr. 
Zimmerman and proved to be one of 
the most popular events on the pro- 
gram. 


Omaha Company 
Leaders Dedicate 
New Home Office 


Dedication of the new home office 
building and the annual Builders’ Club 
convention drew 400 top producers of 
Mutual Benefit H. & A. and United 
Benefit Life to Omaha. Speaker at the 
business session was Mrs. Adele Levy 
of New Orleans, who led the entire 
field force of 15,000 in the eight month 
sales drive which preceded the conven- 
tion. Carlyle Emery, vice-president of 
the Ruthrauff & Ryan advertising 
agency of Chicago, told the salesmen 
how to make use of the national ad- 
vertising. John B. Kennedy, radio com- 
mentator, described operations of the 
United Nations. Other speakers were 
A. R. Jaqua, director of the Southern 


Methodist marketing course; O. J. 
Breidenbaugh, executive secretary of 
the National Assn. of Accident & 


Health Underwriters, and J. V. Breit- 
wieser, University of North Dakota. 
At a banquet attended by more than 
1,000, Director Stone of Nebraska, Mr. 
Kennedy and Dr. C. C. Criss, president 
of the companies, spoke. V. J. Skutt, 
vice-president, served as toastmaster. 





Work on Tenn. Retirement Plan 


George Buck, New York actuary, is 
in Nashville, Tenn., to confer with the 
state board of finance on amendments 
to the retirement plan for state employes 
which will be submitted to the legisla- 
ture in January. Although the act be- 
comes effective July 1, 1949, contribu- 
tions to be made by the state remain to 
be worked out. Employes are now con- 
tributing 7% of their annual salaries, 
6% for current service and 1% for prior 
service. Several proposals made by Mr. 
Buck have proved unacceptible to the 
board. 








the whole thing. 





When to be Stubborn 


Karl Bach, of the Penn Mutual’s Forrest J. Curry 


Agency, San Francisco, says: 


“Based on my selling experience, the most important 
part of a sale is the close. I have found that the entire 
interview may run smoothly until the last few minutes 


and then the prospect wants to push you off and forget 


“T am always agreeable in any selling interview until 
the closing; which is making an appointment to have a 
medical examination. I may agree on all that a pros- 
pect says; but when it comes to making a date to see a 
-doctor, I am as stubborn as a mule. I am determined 


to have this man examined. 


“It is worth all ef my effort, for if I do not succeed, 


my next call will be more difficult for me.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















Continental Devises 
First IDB Plan 
for Small Firms 


Cost 60% Less to 
Employer; Employe 
Benefits Higher 


Continental Casualty becomes the 
first company to have approved by New 
Jersey a plan to cover employers with 
between four and 25 employes who are 
subject to the temporary disability 
benefits law. The company estimates 
the market for this plan at 32,000 small 
employers, comprising 80% of the em- 
ployers in the state. 

Acting swiftly the company has taken 
advantage of a cessation in the writing 
of groups of more than 25 employes 
occasioned by the New York depart- 
ment challenge of many quotations as 
discriminatory. 

Continental Casualty has already 
called a meeting of New Jersey agents 
to explain its plan for small employers 
and rushed out explanatory literature. 

In presentation of its plans to the 
small employer, the company stresses 
that its plan saves the employer 60% 
of the 4 of 1% of payroll compulsory 
tax which the employer must pay if he 
insures with the state fund. Under the 
Continental plan, the employer pays only 
1/10 of 1% for the cover. 


More for Same Cost 


Continental stresses also that for the 
same 34 of 1% cost to employes, greater 
benefits and more liberal coverages are 
available through Continental than can 
be obtained under the state plan. For 
example, 50% additional benefits while 
hospitalized are payable after the seventh 
day under the Continental plan. 

‘Continental Casualty stresses to the 
employers that with this private plan, 
the compulsory law can be made a 
valuable and voluntary asset in estab- 
lishing better labor relations and stresses 
the need of acting quickly to place the 
plan in effect in accordance with the 
law by Jan. 1. 


Selective of Risks 


The company is being selective about 
its risks and limits them to two specific 
classifications. 

The company gives its most liberal 
coverage to employes of businesses fall- 
ing within classification “AAA.” The 
manufactoring enterprises grouped in 
this class are lumber and wooden prod- 
ucts; furniture and fixtures; paper and 
allied products; printing and publishing; 
chemical; petroleum and coal products: 
rubber, stone, glass, and ceramics, pri- 
mary metal products; fabricated metal 
products; machinery, except electrical; 
electrical driven machines; automobiles; 
aircraft; shipbuilding; instruments and 
clocks, and miscellaneous small goods. 

Non-manufacturing groups which fall 
under this classification are metal min- 
ing; non-metallic extraction; contract- 
ors; public land transportation; other 
transportation services; communications; 
public utilities, wholesale trade; retail 
automotive; finance, insurance and real 
estate. 

Included in the “AA” classification 
among manufacturing groups is the 
leather industry. Non-manufacturers in- 
clude retail general merchandise; food 
and liquor stores; retail apparel; miscel- 
laneous retail trade; retail filling sta- 
tions; professional and social services. 
Also in this group are certain other in 
non-manufacturing fields not: already 

(CONTINUED ON PAGE 19) 
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HEMISPHERIC SPEAKER 


Investment Ills 
During Inflation 
Described by Kappes 


Investment difficulties of insurance 
companies in’ countries where govern- 
ment exercises more authority over 
business than in the U. S., or where a 
dollar shortage has led to severe in- 
flation were described by Luis Kappes 
of Santiago, Chile, at the second hemi- 
spheric conference in Mexico City. Mr. 
Kappes is president of Coordinating 
Commission of Assns. of Insurers and 
president of Reinsurance Fund of Chile. 
Mr. Kappes took up his subject as it 
applies in Chile, pointing out that the 
laws of economics and their effects 
press with the same force on all coun- 
tries. 

In a normal economic regime, he re- 
marked, it is not difficult to find in- 
vestments that will yield a proper and 
steady profit; but in the face of a 
worldwide shrinkage of the purchasing 
power of money, investment policies 
must be adjusted to reality and not to 
mere theory. He said that on the other 
hand, sound industrial securities, com- 











WE ARE WRITING 
VERY FEW OF OUR OWN 
ADS THESE DAYS ..... 
. . . because so many of them would 


be “Class B’’ compared to those our 
friends are writing for us. For ex- 


ample, the September issue of 
National Life’s excellent 52-page 
National Messenger devoted a quar- 
ter page space to the following: 


“SINGS PRAISES OF R & R 
TAX COURSE” “George S. Hamil- 
ton of our Bodine Agency, Balti- 
more, has just completed the R & R 
Tax and Business Course. What he 
has to say about the course will be 
of interest to’ those who contemplate 
taking it in the future, and we 
therefore present excerpts from a re- 
cent letter Mr. Hamilton wrote to 
the home office: ‘I could write a 
great deal about this study course, 
but will simply say that I consider 
it to be expertly prepared, clearly 
written, and of great practical value 
to any agent who will study it prop- 
erly. I can trace over $300,000 
worth of Tax and Business Insur- 
ance Sales during the last 18 months 
to the information and skills I ac- 
quired from the course.’ ”’ 


NATURALLY, WE ARE 
PROUD OF OUR FRIENDLY 
RELATIONSHIP WITH THE 
FINEST GROUP OF STU. 
DENTS IN THE WORLD. 


PAUL SPEICHER 
Managing Editor 
THE INSURANCE 
RESEARCH & REVIEW SERVICE 
INDIANAPOLIS. 














prising real estate, buildings, machinery 
and merchandise in general have gone 
up in value in comparison with the 
lower value of money. 

There has been a tendency during 
late years for governments to require 
insurance companies to invest in gov- 
ernment securities or in securities of 
public organizations. Mr. Kappes 
pointed out that this is an inflation by- 
product. The idea has become general 
and it is necessary to contract debts in 
money, which is worth less every day, 
in order to purchase things which as 
compared with that money are worth 
more. As long as such a situation lasts, 
capital should withdraw from the gov- 
ernment bond market and from all 
kinds of money which has depreciated. 
He said that in Chile, mortgage bonds 
have depreciated 60% of their value 
when issued. In Chile the pubic is not 
interested in investing in bonds. The 
government has lost this means of ob- 
taining revenue and recourse has been 
had to paying some obligation in bonds 
and requiring institutions over which 
the government has any authority to 
invest a part of their income in bonds. 
Government intervention in industry 
has led it to require insurance com- 
panies to invest a part of their capital 
or reserves in such enterprises. 


Warning on Long Term Notes 


Mr. Kappes recommended that in- 
surance companies not invest on their 
own initiative in bonds or debentures 
payable on long terms and with fixed 
rates of interest for fear the deprecia- 
tion of money may continue. They also 
should avoid investing in enterprises 
in which the government participates 
or in those controlled by public author- 
ities. There is not to be found in such 
enterprises, he pointed out, the same 
careful administration as in private own- 
ership or the same independence of 
criticism necessary to correct bad ten- 
dencies. 


Real Estate Still a Good Bet 


Real estate offers an advantageous 
employment of funds. It is for this rea- 
son in all the great cities of the world 
there are buildings for rent owned by 
insurance companies. They are in the 
best locations and are an index of the 
financial ability of their owners. Even 
though the exigencies of social politics 
are putting a limit on the commercial 
economy of buildings, he said that that 
investment still has a great future be- 
cause of the movement of country pop- 
ulations to the large cities. 

He suggested a distribution of invest- 
ments among different types of busi- 
messes with the thought in mind of 
what investmients can mean to the busi- 
ness of the insurance company because 
of good relations brought about through 
capital support. Investments should be 
well known publicly and evaluated as 
being first class so that policyholders 
have confidence in the company admin- 
istration. He suggested that invest- 
ments not be changed frequently be- 
cause a lack of stability gives rise to 
comments and to the habit of forming 
speculative judgment. 





Slayback O’Hanlon Head 


Directors of O’Hanlon Reports, Inc., 
have elected Howard A. Slayback presi- 
dent; Mrs. Cora W. O’Hanlon vice- 
president, and J. G. S. Johnson, secre- 
tary-treasurer. Mr. Slayback, formerly 
vice-president, succeeds the late Edward 
P. O’Hanlon, who died suddenly follow- 
ing a talk in St. Louis. Mr. Slayback 
has been with the organization since 
it started in 1934 and previously was 
with Hooper-Holmes from 1930 until 
1934. He was assistant manager in 
Newark when the new firm was organ- 
ized. Mr. Johnson formerly was treas- 
urer of the company and has been with 
it since organization. Prior to 1934 he 
was for many years treasurer of the 
old Manufacturers Liability of Jersey 
City. The company operates nationally 
through 23 branch offices. 


U.O.P.W.A. Group 
Pickets Prudential 


NEWARK — A group of C.I.O.- 
U.O.P.W.A. pickets variously estimated 
to number from 35 to 75 paraded around 
the Prudential home office buildings 
for a short time in protest at the com- 
pany’s refusal to bargain. There was 
no attempt to prevent or persuade Pru- 
dential workers from entering the build- 
ings. 

The contract which the union had cov- 
ering Prudential industrial agents in a 
number of states expired Oct. 1. 

A statement issued by Prudential 
characterized the picketing as “part of 
an underground campaign instigated by 
leaders of the U.O.P.W.A. to pressure 
the company into illicit bargain rela- 
tionships with them for the right to 
represent its industrial agents in 31 
states.” 

The statement cited the union officers’ 
repeated refusal to sign non-commun- 
istic affidavits and pointed out that the 
company has no contract with the 
U.O.P.W.A. now and that “the matter 
is before the national labor relations 
board, which has thrown the U.O.P.- 
W.A. out.” 


Calls Communism the Issue 


“The Prudential has said repeatedly 
that in the best interest of itself and its 
policyholders it will not bargain with 
any union that cannot be certified be- 
cause of comunist affiliations of its lead- 
ers and that the sole issue in the present 
case is communism,” the statement said. 
“In their efforts to intimidate the com- 
pany and to mislead the public the 
U.O.P.W.A. leaders relied on other than 
Prudential employes for today’s demon- 
stration. Virtually no Prudential em- 
ployes were recognized in the group. 

“The incident was not a strike nor 
did it involve a dispute over wages and 
working conditions, as its promoters 
would have the public believe. Our 
agents are continuing to service our 
policyholders on a normal basis and we 
are confident that they will recognize 
this episode as a desperate effort by 
U.O.P.W.A. leaders to coerce the com- 


. pany while it is awaiting a determina- 


tion of the real issues by a legally auth- 
orized agency of the federal govern- 
ment, the NLRB.” 

An A.F.L, union and an independent 
have petitioned for NLRB elections to 
determine the proper bargaining repre- 
sentative for the agents formerly cov- 
ered by U.O.P.W.A. The latter will not 
be able to appear on the ballot because 
of its failure to comply with the non- 
en affidavit provisions of the 
aw. 





Stillman Before Thurman Agency 

W. Paul Stillman, chairman of Mu- 
tual Benefit Life, will speak at luncheon 
meeting of the Bill C. Thurman agency, 
Newark, Nov. 18 on the company’s in- 
vestment program. 


Institute Holds 


Annual Gathering 


NEW YORK—There is a shortage of 
trained teachers in insurance education: 
greater coordination of present facifj. 
ties for the study of insurance appears 
to be desirable, and an orientation course 
is needed for the thousands of new em- 
ployes who enter the business each 
year, Laurence E. Falls, secretary of 
the Insurance Institute of America, said 
at the annual meeting here. 

He said the institute has enlarged 
its program and is assisisting with teach- 
er training helps and an_ orientation 
course. The time is not right, he be- 
lieves, to propose any extensive consolj- 
dation among the institutions and agen. 
cies now giving courses in insurance, 
Also, the institute is encouraging and 
assisting in the organization of new 
classes and insurance societies. 

The institute this year conducted q 
conference of insurance company edy- 
cational directors attended by 32 educa- 
tors and personnel managers. These 
discussions have been transcribed and 
placed in a bound volume. Other simi- 
lar conferences will be held, and this 
record, Mr. Falls believes, will furnish 
a manual for the guidance of teachers 
entering the field. Another educators 
forum will be held in the spring of 
1949. 

James A McLain, president Guardian 
Life, retiring president, was elected to 
the governing board, as was James L, 
Madden, vice-president Metropolitan 
Life. The life prize was awarded to L, §, 
Barnett, Pilot Life, Greensboro, N. C. 


M. T. Melham Pays for 
$1 Million in 7 Months 


Mitchell T. Melham, manager in 
Springfield, Ill., for Franklin Life, paid 
for more than $1 
million of personal 
business in the 
past seven months. 
He joined Frank- 
lin March 1 after 
having been with 
John Hancock for 
17 years, seven of 
them as_ district 
manager in Spring- 
field. 

During his first 
30 days with 
Franklin Mr. Mel- 
ham completed 60 
sales to qualify for 
the Sixty Club in one-half the allotted 
time. He has been a member of the 
President’s ‘Club every month since 
joining the Franklin. 











M. T. Melham 





To increase its working capital, Rus- 
sell-Miller Milling Co., Minneapolis has 
borrowed $5 million from Mutual Life on 
15-year notes. Magnet Cove Barium 
Corp., has borrowed $1 million from the 
company on a 10-year 4% cent note. 





Dr. C. C. Criss, 
president of Mu- 
tual Benefit H. & 
A. and United 
Benefit Life, right, 
presents to John A. 
Ferreiro. the Criss 
trophy for leader- 
ship in life produc- 
tion during the 
year. Mr. Ferreiro 
was one of 13 
members of the 
Hawaiian _ delega- 
tion present at the 
annual Builders’ 
Club _ convention 
which featured 
which featured 
dedication of a 
new home office 
building for the 
companies. 
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Triple Celebration 
for Macauley’s 50th 


DETROIT — State Agent C. A. 


ment and reserves for payment of addi- 
tional indemnities. 

Of the total, $67,208 will be used for 
restoration and interest payments, $47,- 
367 to increase active life reserves and 
$59,499 in increasing claim reserves. 





Conn. General Ups 
16 in Group Dept. 


Connecticut General Life has _ pro- 


Charles E. Probst becomes actuarial as- 
sistant; Thomas R. Bodine, supervisor 
accounting division; Donald A. Car- 
penter, supervisor self-accounting divi- 


sion; John S. Preston, supervisor cov- _ 


erage division; William F. Brownlee, 





Petia. Macauley’s 50th anniversary with John hs moted 16 in its group department. In David M. Hildreth, Norman C. Morri- 
ent facili. Hancock Mutual . _ Charles E. Becker, president of Frank- the group pension division George D. Son and Martin D. Wood, regional un- 
ce appears was egpee at lin Life, has returned from a Mobile Chester becomes actuarial assistant, derwriters; K. Gaylord Nystrom, super- 
ion course | three gatherings Bay fishing trip, where he and his party William J. Freeze, Jr., superintendent V!SOr contract division. 

f new em. | here. He has been caught some 700 pounds of mackerel ef administration; Palmer D, Scammell, 

ness each ate agent and red snapper during their 3% days supervisor accounting division; Albert The Baltimore agency of Manufactur- 
cretary of | Michigans on a chartered boat. With Mr. Becker D. Bosson, supervisor coverage division; er; Life for the second consecutive 


lerica, said 








_enlarged first t law, Herman Engelhardt, H. B. Parker 
vith teach- net uM . Fa a and D. Hayward Moore, all of the Baton Schneider, supervisor actuarial division. months its production was more than 
orientation wal . tensa eh Rouge agency. In the group insurance division double the corresponding period of 1947. 
7 con the anniversary day 
and agen. held by the De- 
insurance. troit Life Under- : < —, 
aging and | Writers Assn., at oc, a. Macauley 
1 of new which the guest 
. speaker was Ralph W. Hoyer, John 9 
nducted ‘ Hancock general agent at Columbus, O. 
pany edu- Herbert B. Thompson, director of the 

32 educa life and fraternal division of the Michi- 
s. These | gan department, who has worked close- e 
ribed and | ee Jer Macputcy pie Pbea Praga 
| Pe raised his work in life underwriting. 
he , That evening, Mr. Macauley was host — —— 
ill furnish to 84 of his company associates, Warren 
e teachens T. Macauley, associate state agent and 

educators | 801 of Mr. Macauley, was master of PR a5 NE 
spring of ceremonies. Charles J. Diman, vice- 

pring 0 president, brought greetings from the 

Guardian home office and presented Mr. Macauley : 
elected 49 a ten . baat of the event. si peyote yeh myo 

yde F. Gay, agency vice-president, progressive ; 

pan brought the greetings of President Paul = ren ye gee record: ae INCENTIVE 
4 to L S F, Clark, who was unable to attend. pean ay =~ bapa ne = = 
ro, Noe McKay Reed, Louisville, president of 63%, and the surplus for extra = 

: ae John Hancock’s general agents associa- protection of policyholders in- It's more than just making a living in 

tion, presented Mr. Macauley a photo- creased 50%. te th Y Osk; 4 
»r stat copy of the company’s 1898 state- life that counts. Yes, Oslico under- 
s ment and a handsome silver cigarette writers make money — good money. 
leap Ae jy ses Tg aay ae But beside this, they have fun at their 

nager in William L. Thomas and Gertrude A. job. It's fun to do your work when 
Life, paid | Deigert presented a gift from the agents the reward of an all expense conven- 


1913 and joined the 
company as an 
agent in Indiana. 





and office personnel, a gold embossed 
leather bound book containing letters 
from Mr. Macauley’s many friends in 
the business and outside it. Others who 
spoke were Dan W. Flickinger, general 
agent Indianapolis, under whose father 
Mr. Macauley started business, Harry 
Gardiner, general agent of John Han- 
cock at New York, who has been with 
the company 54 years; J. Bruce Mac- 
Whinney, general agent at Newark; Mr. 
Hoyer, E. R. Erickson, general agent 


were W. W. Chamberlin, Jr., Alabama 
manager, and Manager Glenn A. Laid- 


Douglas B. Hunter, supervisor contract 
division; William L. Kronholm, super- 
visor field service division; F. Russell 


month topped all United States branches 
of the company in percentage of allot- 
ment with 182%. For the first nine 
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tion is at stake. It's fun to do your 
work in a campaign where honor, 
recognition and prizes are a plenty. 
It's fun to do your work when an app- 
a-week membership means free mer- 
chandise. It's fun to do your work 
and become a member of a company 
production ‘club and receive a fine 


at Buffalo; David Nushzno, who brought 
award check right at Xmas time. It's 





greetings _ the Detroit industrial assured of an audience through the 
managers of the company; and Don L. appeal of one of these plans: The 
Schneider, president of ; the Detroit combination known 10 fun to do yewr work when  ee-sbeatid 


Jham Agents Club. trained in the knowledge of life insur- 


Mr. Macauley acknowledged the gifts 

















, ala and good wishes tendered him and paid Ii thins erp enniphely 8 ance selling and can face your pros- 
th since | ‘Tibute to those who have been associ- ing plans. pects with a plan which is out of the 
ated with him 10 years or more, He di 
panied to each a token of apprecia- ordinary. 
ion. 
to ie a ho og to Mr. Diman and Mr. * With Oslico, there are many incen- 
T Life on y, home office representatives in- i : ie ° 
Barium | cluded Philip N. Eckman, vice-presi- tives in addition to a liberal contract. 
from the [| dent group department, and. Frank J. An Ohio State Life underwriter is 
note. Keefe, manager of underwriting. provided a means whereby he con 
The next day 150 business leaders eee eee eee 
from Detroit and other parts of Michi- a 
commissions are the basis of earn- 
gan honored Mr. Macauley at a lunch- ings. Lifetime income is an im- 
eon, E, P, Balkema, general agent of portant part of the contract. 
Northwestern National, was toastmas- 











ter. He presented Mr. Macauley a 
handsome cocktail tray engraved with 
his initials. There were talks by a num- 
er of friends of the guest of honor. 


Make 21/.% Mass. Accident 
"Non-Can” Restoration 


Under the reinsurance and manage- 
ment agreement with the Union Mutual 
Life in 1940, Commissioner Harrington 
of Massachusetts has directed a restora- 
tion of 214% of the original indemnities 
under “non-can” policies of Massa- 
Chusetts Accident where benefits had 

en reduced, effective Nov. 1. 

It is required that $174,204 of the sur- 

developed under the management 
o Union Mutual Life up to Dec. 31, 
1946, be used for restoration and pay- 
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Clasis Adams, President 


COLUMBUS, OHIO 


Frank L. Barnes, Ist V.P., Agency Director 
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Labor Consultant 
Tells How to Ward 
Off Federal Plan 


“Trade union leaders are for federal 
health insurance only because they can- 
not see any other way of providing their 
members with benefits,” Martin E. 
Segal, group insurance and pension spe- 
cialist declared in addressing the annual 
Blue Cross-Blue Shield conference at 
French Lick, Ind. 

“But,” he continued, “they recognize, 


too, that government standards are usu- 
ally minimum standards. On the other 
hand, voluntary group insurance plans 
negotiated as part of collective bargain- 
ing agreements are for the union leader 
an immediate opportunity to provide 
better than minimum standards—fre- 
quently with the employer paying all or 
a substantial part of the cost of the 
program.” 

Mr. Segal is consultant on labor rela- 
tions to the Blue Cross commission. 

He expressed the belief that the peo- 
ple will not continue to reject a program 
of federal health insurance simply be- 
cause many informed persons call such 
a system “regimentation.” 








R. L. L. Says: 








If I provide Life protection 
alone for my policyowners, 
I’ve ignored the possibility 
of loss of income plus unex- 
pected expense which may 
endanger their life policies 
in case of accident or sick- 
ness. 


If I sell only Accident, 
Health, and Hospitalization, 
I have neglected to plan 
with my policyowners for 
their declining years or ade- 
quate survivors’ support. 


I sell both, to assure com- 
plete protection . and 
increase my earnings, too. 


Established 1897 










Reserve Loan Life 
offers Complete Pro- 
tection, with a full 
line of popular, prac- 
tical life policies . . . 
plus a line of liberal 
Accident, Health, 
Hospital, Surgical, 
and Medical plans, 
for the individual, 


family, or group. 


LOAN LIFE 


of, Lexas 


LL4 








1201 Main St. 
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SCRANTON LIFE 





LIMITLESS OPPORTUNITY 


An Agency conscious company, with a rate book full of com- 
coverage including non-medical 
provides a most satisfactory working agreement for avail- 

able field men. Once a Scranton man always one—Ask any 
Scranton Life Field Man Why. 
GENERAL AGENCY TERRITORY AVAILABLE IN 
PENNSYLVANIA AND MARYLAND. 


SCRANTON, PA. 
ROBERT MERRIMAN, President 


contracts from 


INSURANCE CO. 








He declared that workmen’s compen- 
sation insurance, public school education 
and OASI were all similarly labeled; 
and the pinning of an unpopular name 
on preposals for the extension of federal 
insurance will, in and of itself, find little 
support in organized labor circles or in 
large sections of industry. 

The determination of the question of 
whether there will be federal health in- 
surance, according to Mr. Segal, would 
seem to depend primarily on whether 
voluntary plans can be inaugurated on 
such a basis as to provide better cover- 
age for more people at a lower cost. 


Bargaining Agreements 


“The recent decision of the U. S. 
circuit court, to the effect that an em- 
ployer must bargain with his employes 
on the question of pension programs will 
undoubtedly give further impetus to 
provisions for group insurance and pen- 
sion plans in voluntary collective bar- 
gaining agreements. And, regardless of 
the ultimate decision of the Supreme 
Court on this matter, these plans will 
probably continue to grow, both in 
terms of the number of persons covered 
and the amount of employer contribu- 
tions.” 

Mr. Segal estimated that there are 
more than 3,300,000 workers covered by 
group insurance and health plans of one 
kind or other made part of collective 
bargaining agreements, and that em- 
ployer contributions for the support of 
these plans are now at the rate of more 
than $250 million annually. 


Dewey Is Committed to 
Increased SS Benefits 


Insurance people noted with interest 
Gov. Dewey’s stand on social security 
benefits as stated in his Chicago talk 
Tuesday night. 

“Your next administration is going 
forward to make more adequate pro- 
visions against the hazards of old age 
and unemployment. It will increase so- 
cial security benefits.” 

That was his entire reference to the 
subject. He did not indicate whether 
he favors increased benefits for those 
now covered, extension of the coverage 
to groups not now insured, or inclusion 
of sick benefits, 


A. Thomas Lehman, vice-president 
and actuary of Union Mutual Life, rep- 
resented the University of Michigan, of 
which he is an alumnus, at the inaugura- 
tion of Arthur S. Adams, newly-elected 
president of the University of New 
Hampshire, at Durham earlier this 
month. 


Lorraine Sinton a 
Winner in National 
Essay Contest 


Lorraine Sinton, sales promotion man- 
ager of the Paul W. Cook agency of 
Mutual Benefit 
Life in Chicago, 
was one of the 
award winners in 
the “Glamour” 
magazine essay 
contest on “Why I 
Like My Job.” 

Miss Sinton 
started ‘ther essay 
off with the pro- 
vocative phrase, “I 
like my job be- 
cause it has room 
for all the different 
me’s.” She went 
on to say why va- 
rious aspects of the job appealed to her, 

Miss Sinton liked her job at the be- 
ginning because the general agent, A. A. 
Drew, “was the sort of boss who never 
squelched a budding idea.” Also, she 
liked working for a large national or- 
ganization but in a small unit of it. She 
found there was no sense of being lost 
in a soulless corporation. During the 
depression she was impressed by the 
soundness of the business, both in sup- 
plying money to policyholders and in 
keeping on the entire staff through the 
depression without a salary cut. 

During the war years she found that 
the job offered ample scope not only for 
practical social service ‘but for self- 
development, which she says was “hec- 
tic and egotistically satisfying.’ 

Then on July 17, 1946, the tejephone 
slipped and Miss Sinton ended up with 
a retinal detachment and partial blind- 
ness. There followed 15 months of ef- 
forts to restore her sight but she is 
still unable to read small type. How- 
ever, with the aid of a secretary “and 
a world full of friendly people trying to 
minimize the difficulties,” she finds it 
perfectly possible to pursue her work. 


N. Y. State Meeting Nov. 4 


NEW YORK—The New York State 
Assn. of Life Underwriters will hold its 
fall business meeting Nov. 4 at the 
Pennsylvania hotel here. The executive 
committee will meet Nov. 3. On Nov. 
5 the N.A.L.U. training conference will 
be held for local association officers, 

The business session will be devoted 
to discussing association problems. 


Lorraine Sinton 





Jenkins Made Honorary Chickasaw Chief 





V. H. Jenkins (left), senior vice-president of Occidental Life, was made honorary 


chief of the Chickasaw nation 


during the century of progress Indian centennial # 


Muskogee, Okla. Shown with Mr. Jenkins are Adolphe Menjou (center), who became 
the first chief of the combined five nations, and Floyd Maytubby, governor of the 
Chickasaw, who is Occidental’s branch manager at Oklahoma City. Mr. Jenkins was 
named “Hikiatabi,” which means “a standing warrior watching over his people.” 

honor is an unusual one in that Mr. Jenkins is now the only chief of the Chickasaws 
the nation being led only by its governor and having no other chiefs. Other Occidental 
Life men at the centennial were William Stannard, division manager, and A. D. Andet 


son, home office supervisor. 
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New Group Men Come of Age, Reduce the 
Ranks of Chronic Drifters in Field 





The rate of turnoveraamong company 
group representatives has assumed such 
serious proportions that the companies 
are now taking steps to curb it. The 
rapid changes which have occurred in the 
group insurance field, the increased 
popularity and number of coverages, 
and the entrance of numerous new 
companies into the business have natu- 
rally contributed a strong share to the 
high turnover rate. The experienced 
group man has been at a premium. 
There always seems to be another 
company which will offer more money 
and a higher position, — 

The highly competitive nature of the 
business puts a premium on the man 
who has worked with the opposition and: 
has a picture, not only of the strength 
of his former company, but of chinks 
in its armor. Every company has got 
its competitive advantages and dis- 
advantages. Few of the companies seem 
to be shy about proselyting group men. 

The companies also lose a substantial 
number of men each year to the per- 
sonal production field. They have seen 
how lucrative group business can be to 
agents and brokers and they reason 
that with their superior technical 
knowledge and their contacts they can 
make many more times in commissions 
what they make on the salary and in- 
centives in their present job. Some of 
these men have cast off into the pro- 
duction field and been eminently suc- 
cessful. On the other hand, there are 
quite a few others who have found that 
personal production is a difficult and 
demanding job and they have eventually 
gone back to the salary and security of 
their company positions. 


Group Drifter Is Common 


Unfortunately, a rather common 
phenomenon is the drifting type of 
group man who moves on to a new 
company automatically every year or 
two whether he gains real advantage 
by the move or not. Group executives 
are growing increasingly wary of the 
man who has a record of many com- 
pany connections for relatively short 
periods of time. To these men, the 
grass is always greener with competi- 
tors and they hate to get tied down 
to any One company or to any one ter- 
ritory. One group executive drew the 
analogy between this common type of 
group floater and the itinerant printer of 
the old days who would move about 
regularly from city to city and job to job. 
The analogy is further completed be- 
cause, like the old time printer, the ex- 
perienced group man is in such great 
demand. Of course every group man 
who makes a shift does not fall into this 
category. No man can be blamed for 
grasping a good opportunity. 

Needless to say, this migration of 
group representatives has created con- 
siderable havoc in an industry which is 
over-burdened with work as it is. A 
great investment is made in each group 
man to train him in a particular com- 
pany’s methods. This is so, even in 
the case of an experienced group man 
working in his home territory. 

Now, the companies, seem to be 
whittling down the turnover among 
their home office representatives. Time 
has operated for them and a crop of 
new group men of fair experience has 
sprung up since the war. Several com- 
panies have preferred hiring inexperi- 
enced men and training them their own 
way. The companies have taken special 
Pains to instill loyalty in these young 
men. In many cases, these men are 
trained for perhaps a year’s time at the 
home office and thoroughly inculcated 
with the practices and the traditions of 
their company. Then they are sent out 
to group field offices around the country 
imbued with a perspective and loyalty 
that an employe who spends his entire 
Career in a field office often does not 
have. 

In combatting turnover many of the 
Companies have revised upward the sal- 


ary and incentive scales of their group 
personnel all the way up the line. After 
his initial training in the home office or 
in a sizable branch, the group neophyte 
is ready to become a service representa- 
tive in the field. This is his first in- 
troduction to the public and to insur- 
ance producers. Here he applies the 
underwriting knowledge he has acquired 
in his preliminary training and gradu- 


ally picks up the feel of competition. 
After this field service training, the 
new man is not likely to forget that 
there is more to the group business 
than sales and that service to employ- 
ers and employes alike is an important 
element. If he shows an aptitude and 
an inclination to become a group sales 
representative, he crosses over into that 
activity, gradually at first and with the 
aid of an experienced teacher. He 
couples his knowledge with sales psy- 
chology and learns how to make an im- 
pressive presentation to the employer 
after the producer has opened the door. 





















By no means do all of these group 
trainees go onto the group sales force. 
Those who show a liking and an apti- 
tude for service work stay in service 
and may become territorial service 
managers or go on to home office posts. 
Likewise, a route of advancement is 
open. on the group sales side and the 
companies move their young career men 
to supervisory and managerial positions. 

It has been slow work for those com- 
panies which prefer hiring inexperienced 
men for their group departments over 
experienced men who have a reputation 
as floaters. But the companies that 
have done this are well satisfied. 





“Emile was working as manager of an employment office when he decided that any possibility of advancement 
was just about exhausted. He wanted a position where he could use initiative and his unfailing ambition. So he 
began a thorough investigation into several fields of endeavor in which he felt he might find his big opportunity. 


“One day a friend, Hiram Johnson, (now our General Agent) stopped in to see Emile on some personal business. 
An agency officer from the Minnesota Mutual Home Office was with Mr. Johnson and it wasn't long until the 
conversation turned to Emile’s job-quest. They suggested we be given the Success Bond Demonstration. That sug- 
gestion changed our lives! In 15 minutes Emile knew he wanted to sell - furthermore he knew his selling career 
had to be with Minnesota Mutual! Almost as fast as | can say “life insurance” Emile sold me on the idea and we 


were in the business. 


“There's no stopping Emile now! His enthusiasm is as boundless as the sales which the company's Organized Sales 
Plan makes possible. Our income has soared and both Dickie, our young son, and | know what a glorious feeling 


it is to have a satisfied, successful Minnesota Mutualite in the family.” 


. 


“It still amazes me when | think how wonderfully simple 
it was for Emile to find the chance of his life. So many 
people spend years looking for their golden opportunity. 
That's why when ours appeared in our very own living 
room | began fo think there must be some truth in “born 
under a lucky star” stories. 








February 1, 1947 began Emile Strickland’s career with Minnesota 
Mutual and his record as a constant producer of quality business, 
In the remainder of that year he paid for $275,492 of new bus- 
iness and his examined volume as of September 30, 1948 stands 
at $627,241. Like so many other Minnesota Mutualites he attributes 
his sure-fire selling ability to the company’s exclusive sales tools 
and Little Men of the Mail. 


The Minnesota Mutual 
Life Insurance Company 


SAINT PAUL 1 MINNES 


1880 


Organized 















Nome 


THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 
Saint Paul 1, Minnesota 


1 want to know how Emile Strickland does it. | may be interested. 
No obligation to me, of course, 







































































































Address 


City. 
































8 


FteNATIONAL UNDERWRITER 


a 


October 29, 194g 








—<—<————== 





‘North Star Becomes 
Western Mutual 


North Star of Moline, IIl., effective 
Jan. 1, has been converted to a mutual 
legal reserve life company and retitled 
Western Mutual Life. The change was 
made without reincorporation and was 
approved by policyholders at a special 
meeting. The same officers will con- 
tinue. 


Except that the assessment clause 


which is compulsory in fraternal insur- 
ance is to be eliminated, policies now in 
force will not be changed in any way. 

North Star insurance in force totaled 
$5,809,767; ledger assets $1,594,134; sur- 
plus and contingency reserve $230,676, 
and the society has a solvency ratio of 
114.29%. 

The change makes possible the writing 
of larger policies and types of contracts 
not permissible for fraternals to issue, 
and also a freer hand in building an 
agency organization to secure increased 
new business volume. 


























& Aig GROsPECT DET 





re 





“ty ° 


Our Platform Planks... mean business 


Every plank is a strong plank 


in General American Life's busi- 


ness building platform. You can check here, plank by plank, 


the convincing reasons why: (1 


) Saleable contracts— developed 


with an eye to the public’s wants and needs! (2) Visual sales 
helps that answer the prospect's question, “What does it do 
for me?” (3) “RADAR” —the interesting new direct mail prospect 


detector that ferrets out the p 


rospects. (4) Multiple lines (Life, 


Endowment, Term, Juvenile, Annuities, Salary Savings, Pension, 
Trusts, Group, and Commercial Accident and Health) assure 
you that you’re ALWAYS IN BUSINESS because you're in 


business ALL WAYS with 
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GENERAL-AMERICAN LIFE INSURANCE COMPANY 


SainT Louis 




















| Ray E. Button, Reinsurance Director 
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Wise Resigns Post: 
Bossert in Charge 


Willard K. Wise, vice-president and 
manager of agencies of Provident Mu- 
tual since 1937, has 
resigned. He said 
he desired to be re- 
lieved of the bur- 
den of administra- 


tive routine and 
detail which had 
grown arduous in 
recent years. He 


plans to devote his 
time to research in 
agents’ selection 
and to sales pro- 
motion of business 
insurance. 

Mr. Wise joined 
Provident Mutual 
as an agent in 1911, and in 1916 became 
general agent at Reading. 

The company said that management 
of the agency department will be under 
direction of Henry Bossert, Jr., assist- 
ant manager of agencies, “until further 
notice.” 





Willard K. Wise 


Skilled Workers Buy Most 
Lincoln National Policies 


A survey for the first nine months of 
1948 conducted among its policyholders 
by Lincoln National Life, showed that 
skilled workers bought the largest num- 
ber of policies during that period and 
that managers purchased the largest 
total amounts of coverage. The occupa- 
tional breakdown of the number of 
policies bought showed that individual 
proprietors were next in rank to the 
skilled workers, followed by executives, 
managers, professional men, salesmen, 
clerks, students, farmers, unclassified, 
housewives, unskilled workers and 
laborers and teachers. 

Following the managers in the listing 
according to total amounts purchased 
were executives, individual proprietors, 
skilled workers, professional men, sales- 
men, clerks, students, farmers, unclassi- 
fied, housewives, unskilled workers and 
laborers and teachers. 





Penny Now Commonwealth 
Assistant Agency Director 


W. Stewart Penny has been appointed 
asistant director of agencies of Com- 
monwealth Life. He fills one of the two 
vacancies due to the resignation of Boyd 
Cole and George E. Kimball to go into 
personal production in the home office 
agency. Mr. Penny has been manager 
at Anderson, ‘Ind., for seven months. 
The branch has now been closed. Mr. 
Penny, a graduate of McGill University, 
joined Commonwealth in 1947 as field 
supervisor. 

‘Ray C. Wahl has been promoted to 
manager of the new Sandusky office. He 
joined Commonwealth at Cleveland in 
1945, becoming unit manager in 1947. 

In the industrial field, Commonwealth 
has promoted J. J. Seybold from field 
supervisor to assistant manager at 
Charleston, W. Va.; H. K. Kelly, from 
agent at Mobile to field supervisor; 
George Phelphs, from agent to assistant 
manager at Anderson, Ind.; and A. W. 
Gonia, from agent to assistant manager 
at Chattanooga. 





Managers Group Confers 
with Metropolitan Heads 


More than 130 suggestions and ideas 
relative to operation of the business and 
servicing policyholders were presented 
to management officers of Metropolitan 
Life through an advisory conference of 
two managers selected from each of 
the company’s 13 territories, at a four- 
day session in the home office. Their 
over-all viewpoint upon company policy 


was sought and comment and suggeg 
tions encouraged. This year’s was the 
third such conference. : 


Wins $100 Award : 
Michael A. Mulvihill, Manufacturers 
Life agent at Pembroke, Ont., won the 
$100 first prize for submitting the best 
motivating story in the company’s con- 
test. Second prize of $75 went to R, §, 
Greenhalgh, Cape province, South Af. 
rica. The $50 third prize was won by 
G. F. D’Aquino of Hong Kong and 
fourth prize of $25 by G. H. Cheyne of 
St. Johns, New Brunswick. R, A 
Young, Saskatoon; N. M. Thronberry, 
Seattle; R. P. Tatre, Montreal; Pascyal 
Lentini, Puerto Rico, and C. B. 
Perkins, Birmingham, all received mer- 
chandise prizes for their efforts. The 
prize winning stories will appear in 
Manufacturers’ house organ. 5 





‘Merges 2 Toronto Agencies 


Great-West Life has merged two of 
its Toronto agencies, Toronto West and 
Toronto Bloor, under the latter name. 
E. H. Reed, former manager at Toronto 
West, heads the new branch. E. M. 
Roy, former manager of Toronto Bloor, 
becomes a personal producer at the To- 
ronto No. 1 agency. 





Mancuso Succeeds Penland 


S. P. Mancuso, formerly traveling in- 
spector for Life of Virginia, has suc- 
ceeded C. E. Penland as manager in 
Cleveland. Mr. Penland has been made 
traveling inspector with headquarters at 
Columbia, S. C. 





Addresses Junior Actuaries 


Dr. James J. O'Leary, research di- 
rector of the joint investment research 
committee of the American Life Con- 
vention and the Life Insurance Assn, 
of America discussed investment prob- 
lems confronting life companies before 
the junior branch of the Actuaries Club 
of New York. 





Valedictorian 


The highest 
score of those 
taking the annual 
Insurance Insti- 
tute of America 
examination 
this year was 
made by a Pilot 
Life renewal 
service de part- 
ment employe 
and navy veteran, 
Lloyd S. Barnett. 
For his 96%. mark 
he was awarded 
the Hardy prize 
and attendance at 
the annual meeting of the institute in New 
York City. 








L. S. Barnett 
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Pacific Actuaries 


Complete Program 


The Actuarial Club of the Pacific, 
which will meet Nov. 4-5 at Carlsbad 
hotel, Carlsbad, Cal., has released the 
program for the meeting. G, E. Can- 
non, Standard of Oregon, will preside 
as chairman, Following are the topics 
to be discussed and the discussion lead- 


ers: 

1. Has there been ony change in 
thought with regard to the amount of 
current earnings held in the surplus ac- 
counts? F. M. Hope, Occidental; R. B. 
Richardson, Western Life, Helena, Mont.; 
Oscar Swenson, Pacific Mutual; C. E. 
Herfurth of Coates, Herfurth & England. 

2, What steps should be taken in view 
of the unsettled international situation 
with respect to war clauses, restrictions 
of writings, and modification of benefits? 
A. G. Hann, Pacific Mutual; E. M. MacRae, 
Occidental; Leo Nordquist, West Coast; 
R. M. Johnson, Beneficial Life. 

3. Are adjustments in agents’ com- 
pensation necessary or desirable in the 
light of present day operation? Ben 
Helphand, Pacific Mutual; L. W. Pfarrer, 
Capitol Life; Stefan Peters, West Coast; 
F. C. Shepard, Unity Mutual. 

4. What steps are being taken to con- 
trol the upward trend of cost of doing 
pusiness? L. J. Cooper, Pacific Mutual; 
L. F. Slezak, Occidental Life; R. H. 
Niles, Standard, Oregon. 

5. Group insurance: What is the cur- 
rent practice in setting retention formu- 
las? What contingency reserves are 
being set up and what is the operation 
of these in the event of cancellation? 
On what basis is group life being con- 
tinued on superannuated employes? H. 


R. A. McCorkle, Occidental; A. M. Thaler,’ 


Prudential; M. Gunn, California-Western 
States; G. F. Waites of Coates, Herfurth 
& England. 

6. What problems have been encoun- 
tered in adapting special policies (such 
as coupon and bonus policies) for issu- 
ance under new legislation? Harwood 
Rosser, Occidental; A. L. Buckman, Bene- 
ficial Standard; Charles Mehlman, Se- 
any L. & A.; G. R. Bingham, Northern 
Life. 


7. Report on company operations by 
representatives of each company. 

Report on informal discussions of 

joint meetings of American Institute of 


Actuaries and Actuarial Society of 
America: Underwriting, E. M. MacRae, 
Occidental; A. & H., E. Neuschwander, 


Occidental; dividends, C. H. Tookey, Oc- 
cidental; war lessons (to be assigned); 
actuarial analyses, A. Olshen, West 
Coast; social insurance, R. Little of 
Scott & Co., Los Angeles; life insurance 
regulation, Mr. Richardson; group insur- 
ance, Mr. Olshen. 

9. Should an underwriting association 
be formed on the Pacific Coast? Mr. 
MacRae. 


Lawrence Leland Goes to 
Amer. United Home Office 


American United Life has appointed 
Lawrence Leland as assistant director 
of agencies. His 
principal activities 
will include agency 
educational work 
and field super- 
vision in coopera- 
tion with Eber M. 
Spence, vice-presi- 
dent and director 
of agencies, and 
Douglas S. Felt, 
who has been pro- 
moted to associate 
director of agen- 
cies. 

Mr. Leland en- 
tered life insurance 
in 1940 as an agent of Provident Mu- 
tual at LaFayette, Ind. He has pro- 
duced well in excess of $500,000 an- 
tually. He was an army captain in the 
war. He graduated from Earlham Uni- 
versity school of business administra- 
tion in 1938 and has completed the Pur- 
due course. He is a past president of 
the LaFayette Life Underwriters Assn. 


Mutual Employes Contribute 


A check for $203, representing vol- 
untary donations of Mutual Life em- 
Ployes to the American Cancer Society 
m memory of their late president, Alex- 
ander E. Patterson, will be made on 
Nov. 3 when prizes will also be awarded 
in the second ‘annttal knitting and cro- 
cheting contest, conducted by Mutual 
Life Assn. There are 152 articles en- 
tered in the contest prepared by 62 
Women from 10-states. and-Canada. 








Lawrence Leland 
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Phila. Leads Large 

a es tJ = 
Cities in Gain 

Philadelphia showed the greatest rate 
of increase in ordinary life insurance 
sales for September of any large city, 
the gain being 3% for the month and 
for the year to date, according to 
L.I.A.M.A. New York was second with 
a 2%. gain for September but a 5% 
drop for the first nine months. Los 
Angeles held even for the month and 
was off 3% for the year to date. Other 
cities’ scores were as follows, the first 
figure being the percentage gain for the 
month and the second the gain for the 
year: Boston —3 and —8; Chicago —4 
and —2; Cleveland —5 and —1; De- 
troit —14 and 1; St. Louis —13 and —5. 

Among the states, Wyoming led in 
September with a 14% gain, next in 
line being New Jersey and Arizona, 
both with 13%. For the first nine 
months, Virginia and West Virginia led, 
each with an increase of 10%. Arizona 
and Oklahoma were next, each up 7%. 


Cushman Outlines Pension 
Plans to Mid-West Buyers 


Some aspects of “Retirement Plans, 
Group or Otherwise” were given the 
Mid-West Insurance ‘Buyers Assn. at 
the October meeting by Stewart A. 
Cushman of the Batholomay & Clark- 
son agency of Chicago. 





Mr. Cushman outlined retirement 
plans available for different sized 
groups. He said that a start should be 


made by finding an insurance man who 
has a broad view and is not selling a 
pet plan. The company should have in 
mind what is good business for it first 
and, in view of the recent decision on 
pension bargaining rights of labor, 
should consider plans that will spike 
union demands and avoid costly rami- 
fications. 

To qualify for a wholesale plan, Mr. 
Cushman said, there should be an elig- 
ible group of 150 or more. Below that, 
individual policies provide better cover- 
age, although he remarked that these 
are more expensive to the company and 
the pensioner because of the higher 
commission involved. 

Mr. Cushman mentioned the deferred 
compensation plan as a good means of 
holding key men. He outlined a sample 
case under which the president of a com- 
pany was making $50,000 a year. His 
company was willing to pay him more but 
taxes would have eaten up most of the 
increase. Therefore, the firm provided 
him with a policy paying $15,000 a year 
starting at age 55 if he agreed not to 
join a competitor and would be avail- 
able for monthly meetings and advice. 
This is a highly involved tax matter, 
and under it the firm is not tax exempt 
on the premiums its pays until the 
money is paid on retirement. The em- 
ployer holds all rights on the policy, 
and the benefits are paid to the corpora- 
tion which, in turn, pays them to the 
pensioner. 

Mr. Cushman urged that in studying 
a plan the needs of the employes be 
considered from every viewpoint. Vest- 
ing is an important factor, he empha- 
sized, and is one of the major points in 
labor bargaining. 


Will Consider N. C. Case 


WASHINGTON — The Supreme 
‘Court has consented to ‘take jurisdiction 
in the North Carolina case in which the 
insurance commissioner and attorney- 
general are appealing from a district 
court injunction against enforcement of 
the state’s law prohibiting a life com- 
pany from owning an undertaking estab- 
lishment or engaging in similar activi- 
ties. Family-Security Life and other 
companies are involved. 


Lend $40 Million to Armour 


Armour & Co. has borrowed $40 mil- 
lion on 3%% sinking fund debentures 
from Equitable Society, Metropolitan 
Life, Mutual Life, Mutual Benefit Life, 


Chicago is a Great City 





When you’re in Chicago 
go and see the 


BOARD OF TRADE 


Ever see a million dollar sale closed by the flip of a finger? 
That’s a common sight on the Board of Trade’s colorful trading 
floor, where 86 per cent of all grain in the country is sold. So 
orderly and efficient is this marketing system that traders in 
Los Angeles and New York, through the Chicago Board of 
Trade, may make their decisions to buy or sell and complete 
the transaction in less than 60 seconds. 


With over 250 million actual bushels of grain flowing through 
this world’s’ largest food exchange each year, its influence is 
felt everywhere on earth. The movement of wheat on the ex- 
change today could mean the life—or death—of a coolie in China 
next month. The Board of Trade is truly the food “nerve 
center” of the world. Now housed in a 43-story $25,000,000 sky- 
scraper, topped by a mammoth statue of Ceres, Goddess of the 
Harvest, the Board of Trade this year celebrates its 100th 


anniversary. 


Come and see us too! 


Our Company is an 
old-line legal reserve 
life insurance company, 
specializing in Acci- 
dent and Health con- 
tracts and serving more 
than a million policy- 
holders. Maybe we can 
add something to our 





visitors’ knowledge of this business; 
maybe they can do the same for us. Anyway, you can find us on 
the job from 8:30 to 5, Monday through Friday, and it’s always 
open house here. 


BANKERS LIFE @ CASUALTY CO. 
John D. MacArthur, President 
Kenneth at Lawrence Avenue, Chicago 30, Illinois 


“Chicago’s First Insurance Company”—Established 1879 





Pacific Mutual and two trust. funds. 
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EDITORIAL COMMENT 





Watch the Other Side of the Fence 


The increasing tendency of general 
insurance agencies to open life depart- 
ments may have more significance for 
the general run of personal producers 
than many of them have realized, This 
development means that more and more 
life insurance agents who do not op- 
erate in the general insurance field are 
going to be against a much more ag- 
gressive and proficient type of compe- 
tition than they get from general insur- 
ance men who merely take what life 
insurance business comes along and are 
not versed in salesmanship as it is prac- 
ticed in the life insurance business. 

The function of a life insurance man 
in a general insurance agency or a bro- 
kerage office is to combine his own sales 
ability and knowledge of life insurance 
with the confidence and good will that 
the office has built up in connection 
with its general insurance accounts. 
There may be some rude awakenings for 
life agents whose clients and prospects 
place their fire, automobile and other 
general business with such agencies. 
The life man may have gone along con- 
sidering that the broker or agent was 
no particular competition in the life 
field. But he may be unpleasantly sur- 
prised some day to find that these cli- 
ents have been worked on by an aggres- 
sive and competent life insurance man 
who is backed by the prestige of an 
agent or broker who has a very strong 
ss Dy 


This is a real problem, for the rela- 


tionship between the general insurance 
man and his client may be so firmly 
based that his life man has a tremendous 
competitive advantage. 

The most obvious answer is for the 
purely life man to keep his own prestige 
and friendship with his clients so 
brightly polished that it will be difficult 
if not impossible for the general insur- 
ance man’s life insurance representative 
to make any headway. But this is a 
counsel of perfection rather than a prac- 
tical answer, 

Of course, the life man could try to 
tie up his clients’ general insurance busi- 
ness by writing the business himself but 
this is easier said than done. Besides, 
by no means all life men have the time 
or inclination to become experts in the 
general field. In this connection, it 
seems surprising that so few life men 
have teamed up with general insurance 
men, solicitors, or brokers, in a mu- 
tually beneficial alliance. It would ob- 
viously be desirable to have a general 
insurance man in such a team who 
would sell more on his knowledge of 
the business and his ability to show cli- 
ents that they were getting the best 
coverage at a reasonable price than to 
have a man who would sell largely on 
his personality. The mutual-aid idea has 
a number of drawbacks and would be 
an added complication but it might well 
be worthwhile as a means of meeting 
the growing competition from life de- 
partments of general insurance offices. 


Look Who's Criticising 


Criticisms of the life companies for 
selling government bonds in order to 
invest money at higher rates elsewhere 
are examples of thinking muddled by 
self-interest or desire to save face. 
Such criticisms come with particularly 
poor grace from government sources, 
such as the federal reserve board’s re- 
cent slap at the companies, for if it were 
not for the government’s action in arti- 
ficially holding down interest rates life 
insurance policyholders would have paid 
many millions of dollars less for their 
life insurance in the last few years. 

If there’s any just grievance in this 
entire matter it seems abundantly clear 
that the life companies and their policy- 
holders are the ones that have the right 
to criticize and that the government 
fiscal authorities should do the red-faced 
explaining. 

Critics of the sale of government 
bonds by life companies object because 
the money so obtained is lent at on'y 


slightly higher rates to corporate bor- 
rowers for the expansion of their opera- 
ticns. But these rates are subject to 
the economic law of supply and demand 
and if they are not higher there is not 
much that the lenders can do to boost 
them, much as they might like to. 

But whether this industrial lending 
is at a really attractive rate or just 
enough higher than the government rate 
to be attractive to lenders, it would seem 
that far from being inflationary this 
supply of capital actually tends to offset 
further inflation. Plant expansion that 
is thereby made possible means _in- 
creased production and increased pro- 
duction is what is needed to sop up the 
excess buying power that is the real 
cause of inflation. When there is 
enough productive capacity competition 
will soon bring prices into line. 

The government fiscal authorities are 
in the type of dilemma that usually 
catches up with any attempt to rig the 


market, whether for lofty motives of 
national economic welfare or gross cu- 
pidity. Supply and demand fix the true 
rate for government money the same as 
they do for loans to private industry. 
Efforts to maintain an artificially low 
interest rate are likely to prove costly 
and in the long run to nullify them- 
selves. This is strikingly illustrated in 
the present situation, for much of what 
the government gains by keeping inter- 
est rates lower than their natural level 
it loses in the one-quarter of 1% pre- 
mium it pays on the long term bonds it 
is committed to buy under the pegged- 
price policy. In addition, there is the 
possibility of having to refinance these 


redeemed bonds at higher interest rates, 

The life companies’ sales of govern- 
ments to the federal reserve system in 
order to invest the money more profit- 
ably is only a reflection of the fact 
that under present conditions the goy- 
ernment’s long term rate is unrealistj- 
cally low as compared with other desira- 
ble investments. The life companies 
cannot be fairly criticized for taking 
cognizance of this in their investment 
operations. In fact, they might well 
be subject to criticism from policyhold- 
ers and state insurance departments if 
they failed to handle their investments 
so as to earn the highest interest rates 
consistent with safety. 








PERSONAL SIDE OF THE BUSINESS 





Donald Marquis, agency vice-presi- 
dent of Bankers Life & Casualty of 
Chicago, is critically ill at Henrotin 
hospital there. He has been confined 
for some time and his health has been 
impaired for about two years. 


Oscar Hanson, industrial manager of 
Prudential in Davenport, was feted ‘by 
friends at his home on his 25th anniver- 
sary with the company. 


Milton R. Polland, Milwaukee gen- 
eral agent of Security Mutual Life of 
Binghamton, has returned from four 
weeks of campaigning with Gov. War- 
ren of California on the vice- -presidential 
candidate’s special train, covering 10,- 
000 miles and visiting 27 states. 


Neil D. Sills, for many years man- 
ager at Richmond, Va., of Sun Life of 
Canada, who was placed on the retired 
list a few years ago but continued his 
connection with the company as an 
agent, is still at his office every day and 
writes a policy every now and then to 
keep is hand in. He keeps in tip top 
shape physically by playing golf every 
few days. Mr. Sills served as N.A.L.U. 
president in 1912-13. 

Claris Adams, president of Ohio State 
Life is busy conducting the Community 
Chest campaign at Columbus. He is 
president of the Community Chest and 
also chairman for the campaign. The 
Ohio State Life home office contributed 
100% of its quota. 

R. Montague Adams, manager of 
farm mortgages of Phoenix Mutual, has 
been elected lieutenant-governor of di- 
vision 1, New England district of Ki- 
wanis International. He is a past presi- 
dent of the Hartford Kiwanis Club and 
is chairman of the local club’s student 
loan committee. 

Harold Gauer, for several years assist- 
ant general agent of Security Mutual 
Life of N. Y., in the Polland general 
agency at Milwaukee, has ‘been ap- 
pointed executive director for the Mil- 
waukee area of the Cooperative for 
American Remittances to Europe. 

Business associates, employes and nu- 
merous friends honored Horace G. 
Beedle, president of Western Life of 
St. Louis, on his 80th birthday. His 
day started with a breakfast tendered 
by the home office staff. The directors 
of the company sponsored a reception 
for him at the home office in the after- 


noon when 100 or more business and 
professional men, state insurance super- 
visory officials, agents and company ex- 
ecutives and many policyholders paid 
their respects to Mr. Beedle, who is at 
his desk every working day. 

Fred T. Jordan, manager of the home 
office agency of Union Mutual Life and 
W. T. Worcester, assistant manager, 
have been named chairman respectively 
of the membership and national quality 
award committees of the Southern 
Maine Life Underwriters Assn. B. C. 
Allin of the same agency is a member 
of the resolutions committee. 

John W. Woudenberg, Union Central, 
who was all-American at Denver Uni- 
versity, has returned from a victorious 
eastern tour with the San Francisco 
"49ers. The team played in Buffalo, 
Chicago, Baltimore, and New York City 
without losing a game. 

John R. Carnochan, director of: train- 
ing of Union Mutual Life, has been ap- 


pointed as teacher of the L.U.T.C. 
course in Portland. He is also serving 
on the L.U.T.C. committee of the 


Southern Maine Life Underwriters 
Assn., which has been instrumental in 
organizing the course in Portland. 

S. Byrl Ress, West Virginia general 
agent of Midland Mutual, is at Miami 


Beach, Fla., recovering from a nervous 
breakdown. 

Hiram L. Logsdon, Penn Mutual, 
Evansville, Ind., received wide-spread 


local publicity by being a mystery man 
for the community chest drive. The 
Evansville “Press” had a contest for 
citizens to identify “Mr. Press Red 
Feather” and many clues were given in 
the paper to enable readers to identify 
Mr. Logsdon. 


DEATHS 


Julius T. Nealy, 44, 
Roanoke Assn. of Life Underwriters, 
died there. Since July 1, 1946, he had 
been home office agency manager of 
Shenandoah Life. 

W. L. Mooney, 74, retired vice- presi- 
dent of Aetna Life, died in West Hart- 
ford. He entered the business with 
Philadelphia Casualty after service in 
the Spanish American War and in 1907 
was made agency supervisor in Aetna 
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Casualty. He became agency secretary 
in 1919, vice-president in 1923. He was 
4 vice-president of Aetna Casualty as 
well. 

Floyd W. Lewton, 51, district man- 
ager of Commonwealth Life at Fort 
Wayne, Ind., for 20 years, died from a 
heart attack. He had not been active 
in the business since 1945 due to ill- 
ness. 

Mrs. Eliza Ann M. James, wife of 
John James, president of Salt Lake 
Cambrian Assn., former British consul 
at Salt Lake City and former Utah in- 
surance commissioner, died at the fam- 
ily home. She was born at Lincolnshire, 
England, in 1870. 

Julian F. Peo, 75, who was with 
Connecticut General Life for 20 years 
prior to his retirement a few years 
ago, died at Rochester, N. Y. 

Mrs. Leanora B. Licht, 50, honorary 
member of the board of managers of 
Equitable Society and said to be the 
first woman to direct a life agency, died 
at her home in New York City. She 
was a founder of the League of Life 
Insurance Women. 

Mrs. Licht entered insurance as a 
clerk in the Equitable Society agency 
operated by Martin T. Ford in New 
York City and later became an asso- 
ciate general agent. When Mr. Ford 
withdrew from active participation in 
the firm in 1925 because of ill health 
she became acting manager. The agency 
was succeeded by the Shafran agency 
at the same address when Mrs. Licht 
and Mr. Ford relinquished control in 
1944. Under her management the agency 
with 11 agents produced a volume in 
excess of $200 million. 

Morris W. Cannon, 64, Connecticut 
insurance examiner for 22 years, died 
Tuesday at his West Hartford home. 

Dr. Carl H. Wachenfeld, 59, medical 
director of State National Life, a staff 
member of the Missouri Baptist Hospi- 
tal and a physician and surgeon at St. 
Louis for 38 years, died at U. S. Veter- 
ans Hospital at Jefferson Barracks. He 
was a veteran of the first world war. 

C. E. Wright, 74, former assistant su- 
perintendent of Prudential at Milwaukee 
and Omaha for 25 years before his re- 
tirement in 1939, died in a Wichita hos- 
pital. He had moved to Wichita about 
two years ago. 








Actuaries Hold Joint 
Meeting at French Lick 


(CONTINUED FROM PAGE 1) 


sured for full policy benefits beginning 
at age 1 has been favorable, W. Ralph 
Jones, president and actuary of Na- 
tional Fidelity Life, said. At ages 0-4, Mr. 
Jones showed that one-third of the acci- 
dental deaths were from suffocation or 
strangulation, chiefly at ages under one 
year. The accidental deaths were rela- 
tively few and were below the average 
reported for the country for these ages. 

There is a need for revisions in estate 
and inheritance tax.laws governing mor- 
tality and interest standards, Louis O. 
Shudde, principal actuarial mathemati- 
clan of the social security administra- 
tion said. The whole subject of federal 
and state taxation is due for construc- 
tive revision and actuaries can assist in 
pointing out the desirability of adopting 
more modern mortality and interest rate 
Standards, he said. This does not nec- 
essarily mean the same mortality stand- 
ard as for life insurance, since an annu- 
ity or more likely a population table 
may be preferable. 





Frederick E. Gould, general agent at 
Burlington, Vt., of New England Mu- 
tual Life, is now the only C.L.U. in 
his state. The first to win the award 
was Hugh. Sinclair, who was killed in 
an automobile accident a few years 
ago. Mr. Gould is vice-president of 
Vermont Assn. of Life Underwriters. 


Vincent Cainkar, president of Slovene 
National Benefit of Chicago for many 
years, died there recently. 


YUM 


Snyder Asks Insurers to 
Avoid Inflationary Loans 


(CONTINUED FROM PAGE 1) 


advise you of our meeting and our 
discussion so that, through you, your 
membership might be informed and be 
in a position to use its own judgment as 
to the actual social or economic need 
for any particular loan in the light of 
present conditions.” 

The committee pointed out to Secre- 
tary Snyder that the life insurance busi- 
ness as a whole is equally concerned 
about the inflationary spiral, that com- 
panies individually and in concert have 
tried to do their part in curbing infla- 
tion; that they have participated in 
countrywide cooperative advertising 
against inflation; that many companies 
have circulated brochures among their 
policyholders indicating what individuals 
might properly do to restrain inflation; 
and that the committee itself had writ- 
ten to him when he first assumed office 
reiterating its views of what the insur- 
ance companies, the public and the gov- 
ernment might do to help combat infla- 
tionary pressures. 


Dropping U. S. Bonds 
Called Inflationary Action 


(CONTINUED FROM PAGE 1) 

of many industrial lines. Insurance com- 
panies and some other non-bank lenders 
have also increased considerably their 
loans to business enterprises . . . Com- 
mercial bank holdings of corporate se- 
curities increased only slightly in this 
period, the bulk of the offerings being 
absorbed by insurance companies and 
other non-bank investors, including in- 
dividuals. 

“Shifting by financial institutions 
other than commercial banks, particu- 
larly insurance companies, mutual sav- 
ings banks, and savings and loan asso- 
ciations, out of long-term U. S. govern- 
ment securities and into other assets, 
especially private loans and investments, 
has been a major factor in tending to 
ease bank reserve positions since late 
1947. In support of the market, the ‘fed- 
eral reserve system has purchased most 
of these securities and in the process 
supplied a corresponding amount of re- 
serves to the commercial banking sys- 
tem.” 


COMMENT BY PARKINSON 

NEW YORK—Thomas I. Parkinson, 
president Equitable Society, stated after 
reading the Federal Reserve Bulletin ar- 
ticle that the sale of long term govern- 
ment by the life companies is not in 
itself inflationary but is inflationary only 
if made to a bank or to the federal re- 
serve. If the sale is made to a non-bank 
buyer that buyer transfers his ‘bank 
deposit in payment for the bond and 
there is no increase in bank deposits and 
tpeore no inflation of the money sup- 
ply. 

Any contribution to inflation made by 
a life insurance sale of government 
bonds is not due to the fact that the life 
company sells but to the fact that the 
banking system buys, he said. 

“Recently talking to the Economic 
Club of Detroit I said that while life 
insurance companies ought to be free 
to sell their governments they have no 
right to expect a guarantee that they 
can sell to the federal reserve at a 
pegged price,“ said Mr. Parkinson. 
“Everybody agrees that it is the federal 
reserve support of the bond market 
which is preventing effective control of 
monetary inflation and my position has 
long been that life insurance policyhold- 
ers will suffer more from monetary in- 
flation that they could possibly suffer 
from any decrease in the market price 
of governments if federal reserve sup- 
port were withdrawn.” 


SZYMCZAK GIVES VIEWS 

BUFFALO—M. S. Szymczak, a mem- 
ber of the federal reserve board, de- 
clared in a speech that withdrawal of 
federal reserve support of the govern- 
ment bond market might have drastic 
repercussions. 








“I want some information—just what is your insurance set-up?” 


Bankerslifemen Know How to 
Adapt Their Approaches 


Without being quite as blunt as the man pictured above, 
Bankerslifemen know how to adapt their sales approaches in 
terms of the interests and needs of their prospects. 


From their earliest days in their agency offices they learn 
through instruction and supervision. This combination of study 
and field experience is carried on under Home Office direction 
for the first three years a Bankerslifeman is in the business. 
Refresher schools periodically keep him thoroughly informed 
and alert. 

This quality of adaptability is just one of the many charac- 
teristics which make the typical Bankerslifeman the kind of 
life underwriter you like to know as a friend, fellow worker or 
competitor. 


Bankers /2/e CompaANy 


DES / MOINES 














A LOW COST PLAN 
THAT REALLY SELLS 


Our new 20 year monthly amortized 


MORTGAGE RETIREMENT PLAN 


Options available if mortgage is paid off during the insured’s 
lifetime :— 


@ Policy can be continued for a face amount of $3000. 

@ Policy can be converted to some other form such as retire- 
ment annuity. 

@ Cash value payment. 

@ Paid up policy or extended insurance. 


You HAVE SEEN THE REST. Now choose the BEST. 


For particulars write to WM. D. HALLER, 
Vice President and Agency Manager 


UNITED 


LIFE AND ACCIDENT | 
INSURANCE COMPANY | 


Concord, New Hampshire _ 
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“SERVICE” 


is the 
essential 
sequel to 
profitable 
sales. Life: 
Insurance 
is no 


exception. 


Know your 
product 
and you 
can give 

the service 

your clientele 
has a 
right to 
expect. 

@ardish fife 


Madison, Wisconsin 



































LIFE AGENCY CHANGES 





Northern, Seattle, 
Fills Three Spots 


Northern Life of Seattle thas ap- 
pointed Estel E. McCarty as district 
manager of its new 
South Bend, Ind., 
office, F. W. Mar- 
tin as manager of 
the new Toledo 
agency, and Lloyd 
C. Roemer as dis- 
trict manager at 
Missoula, Mont. 

Mr. McCarty 
since leaving the 
navy in‘1944, where 
he was an engineer 
in the bureau of 
standards and ord- 
nance, has been in 
the life and A. & 
H. field at Portland, Ore., with United 
Benefit and later Continental Assurance. 
The South Bend agency is in the Tower 
building. 

Mr. Martin, a graduate of Indiana 
University, has been with Franklin Life 
since 1938 as agent and general agent. 
His office is at 554 Spitzer building. 

‘Mr. Roemer was formerly with Loyal 
Protective and General Casualty at Mis- 
soula. He attended University of Min- 
nesota, 


Great-West Names O'Neal 
Manager at Indianapolis 


James T. O’Neal has been appointed 
manager. at Indianapolis by Great-West 
Life. He joined 
the company in 
1947 while attend- 
ing Butler Univer- 
sity, where he ma- 
jored in insurance. 
During his first 
year with the com- 


E. E. McCarty 


pany, Mr. O’Neal 
qualified for mem- 
bership in  Great- 


West’s Senior Pro- 
duction Club. He 
was appointed su- 
pervisor at Indian- 
apolis last June. 
He succeeds 
James L. Rainey, who has become home 
office general agent of Indianapolis Life. 





J. T. O'Neal 





Bingham Mutual Benefit . 
G.A. at Springfield 


Millard F, Bingham will become gen- 
eral agent at Springfield, Ill., for Mutual 
Benefit Life Nov. 1. He joined Mutual 
Benefit as manager there in 1944, and 
the agency territory now includes 53 
counties in central and southern IIli- 
nois. 

Before joining Mutual Benefit Mr. 
Bingham had been in the life insurance 
business in Chicago for 12 years, first 
with Penn Mutual as an agent and su- 
pervisor and then as assistant to the 
general agent of Massachusetts Mutual. 
He is a C.L.U. and holds the American 
College certificate in agency manage- 
ment. 

Mr. Bingham is president of the 
Springfield Life Underwriters’ Assn. and 
served as president of the general agents 
and managers division in 1947. A 1927 
graduate of Cornell, he is a former 
president of the Cornell Club of Chi- 
cago. 


Central Service Supervisor 


Prudential has promoted Fred G. 
Walker to regional group service su- 
pervisor at Chicago. Mr. Walker who 
has been in charge of service at Detroit, 
will now direct service representatives 
in eight offices in the central region. 
He has been in group insurance with 
Prudential for 15 years and was in the 
home office before going to Detroit. 





timore, Milwaukee and Oklahoma. 


Prudential Names 
Lawrence at Houston 


John W. Lawrence has been ap- 
pointed manager for Prudential at 
Houston. He replaces Ardell T. Ever- 
ett, who has been promoted to superin- 
tendent of agencies in the western home 
office. 

Mr. Lawrence for the past seven years 
has been manager for Prudential at 
Salt Lake City. He joined the company 
at Kansas City in 1936 and later served 
as an assistant manager there. 

Mr. Lawrence is a past president of 
Salt Lake City Life Underwriters 
Assn., Utah Life Managers Assn. and 
Salt Lake City chapter of C.L.U. 





Rex Jeffrey Goes to L. A. 
for General American 


Rex D. Jeffrey, formerly general 
agent in St. Louis for Provident Mutual 
Life, has been ap- 
pointed home of- 
fice representative 
of General Ameri- 
can in California, 
and will make his 
headquarters at Los 
, Angeles. The St. 
' Louis General 
» Agents & Man- 
agers Assn. gave 
a farewell cocktail 
party in Mr. Jef- 
frey’s honor. 
Before Mr. Jef- 
frey’s appointment 
in 1941 as general 
agent for Provident Mutual in St. Louis 
he was supervisor in its Los Angeles 
agency. He studied law before joining 
the company. 





R. D. Jeffrey 





Phoenix Mutual Appoints 
H. R. Wilson at Houston 


H. Richard Wilson has been ap- 
pointed supervisor of the Houston 
agency which Phoenix Mutual is re- 
opening. The agency was originally 
opened in Houston and then moved to 
Dallas but now both cities will have 
agencies. Mr. Wilson, a graduate of 
the University of Oklahoma, has man- 
aged agencies in Rochester, N. Y., Bal- 
He 


joined the company in 1945 as an agent, 


Eldridge to Mutual Benefit; 
Succeeded by E. W. Mueller 


Don C. Eldridge, St. Louis manager 
for Acacia Mutual, has resigned to 
to Salt Lake City for Mutual Beneft 
Life. 

Mr. Eldridge, before going to St 
Louis in February, 1947, had been with 
Acacia about a year in San Antonio and 
before that had been one of its agents 
at Kansas City for seven years. 

E. W. Mueller, agent at St. Louis for 
Acacia for about 20 years, succeeds Mr, 
Eldridge as manager. 


Life of Ga. Advances 4 


Life of Georgia has appvinted L. D, 
Sullivan manager at Tuscaloosa, Ala.; 
. E, Coleman, manager at_ Raleigh; 
J. H. Williams manager at Marianna, 
Fla., and Murph O’Neal as manager at 
Florence, S. C. All the new managers 
have been with the company for a con- 
siderable time, the longest record being 
Mr. Sullivan’s. He joined the company 
27 years ago. 


D. J. Hamrick in New Post 


David J. Hamrick has resigned as as- 
sistant district manager of Peninsular 
Life at Tallahassee to join the Herring 
insurance agency there. He is an alum- 
nus of Stetson University and joined 
Peninsular Life in 1939 at Tallahassee, 
later becoming assistant manager at 
Pensacola. He served in the army in 
the war. 


Name Gootee at South Bend 


Frank A. Gootee, South Bend, has 
been named district manager there by 
Columbian National Life. 

He is a graduate of American Insti- 
tute of Banking, St. Louis University 
and Dale Carnegie Institute. He was 
with Mercantile Bank & Trust Co., St. 
Louis, for six years, then with Universal 
C.I.T. Credit Corp. 

From 1940 until called back to C.LT. 
as branch manager at South Bend, Mr. 
Gootee was with Equitable Society at 
South Bend. 


Reserve Life Names Curtin 


Reserve Life of Dallas has appointed 
Patrick Curtin as Houston manager of 
the franchise and group hospital depart- 
ment. Mr. Curtin was formerly a_per- 
sonal producer at Houston for Great 
American Reserve. Besides being a life 
insurance man Mr. Curtin holds a com- 
mercial transport pilot’s license, is an 
author of feature articles, a mural artist 
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Write Today for Full Details 


Give past experience in Life Insurance or 
similar business and state territory desired 


Robt. W. Nauert 


Executive Vice President 


PIONEER LIFE 


Insurance Company 
Rockford, Illinois 


DIRECT AGENTS 
WANTED 
TO INTRODUCE 
Ne 


ADD-0-BANK PLAN 


(Juvenile 20 yr. End.) 


in 
ILLINOIS - INDIANA - MISSOURI 
Liberal First Year Commissions 
Renewals Paid for 9 Years 
No Charge Backs on 
Lapses 


No Collections to Make 
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=, 
and a rodeo rider. He majored in po- 
litical science in college. 





Byron Pace Resigns 


Byron B. Pace, general agent at 
Philadelphia for Lincoln National Life, 
has resigned his general agency contract 
in order to devote full time to personal 
production specializing in estate analy- 
sis. He will continue to represent Lin- 
coln National. 

A successor to Mr. Pace has not yet 
been announced. 


Buck Named G.A. at Lubbock 


W. W. Buck has been appointed gen- 
eral agent at Lubbock, Tex., for Pro- 
tective Life. He is a graduate of the 
University of Texas and served in the 
navy for 3% years. 


Hunt Leaves Cal.-Western 


Lee W. Hunt, for the last 12 years 
superintendent of the group department 
of California-Western States Life, has 
gone with the Hoyt Leisure agency of 
Occidental Life at Los Angeles as re- 
gional group supervisor. 


Stewart K. C. Assistant 


Joseph E. Stewart has been appointed 
assistant manager of the Kansas City 
branch office of Occidental Life. Mr. 
Stewart has been a resident of Kansas 
City for many years, serving as general 
agent and later as district supervisor of 
Pyramid Life. 











Bernard L. Antisdel has been ap- 
pointed manager of the life insurance 
department of the McQueen agency, 
Racine, Wis. He has been in life insur- 
ance since 1946, following his discharge 
from the naval air force as a lieutenant 
commander. 

Baltimore Life has opened an office 
in Alexandria, Va., with B. G. Batti- 
stone, staff superintendent, in charge. 
For several years Mr. Battistone has 
been a staff superintendent in Washing- 
ton, D. C 

Modern Life has appointed William 
H. Muhl as general agent for Nebraska, 
with offices at 519 Federal Securities 
building, Lincoln. 

Hugh W. Manning has been appointed 
district manager for Fulton and DeKalb 
counties in Georgia by Acme Life. A 
former professional baseball player, he 
has been in life insurance since 1939 


‘with Life of Virginia and Life of 


Georgia. 

James E. Gilles of Cleveland has 
been appointed assistant manager of the 
Ohio department of Reliance Life. He 
has had considerable experience as an 
agent and supervisor in Cleveland. 


Warren Talks on Pensions 


“Everybody Wants a Pension” was 
the subject on which Donald B. Warren, 
consulting actuary, St. Louis, addressed 
St. Louis Insured Members Confer- 
ence of the Associated Industries of 
Missouri. 

Mr. Warren said there are now only 
two groups of employers—those who al- 
ready have established pension plans 
and those who eventually will establish 
such plans. He added that there used to 
be a third group—those who believed 
they never would have a pension plan— 
but due to the efforts of John L. Lewis 
of United Mine Workers and to the In- 
land Steel decision of national labor re- 
lations board and to many other organ- 
ized labor and governmental develop- 
ments, this third group is rapidly be- 
coming extinct. 


A. C. Robotham Advanced 


Allan C. Robotham has been ap- 
pointed assistant comptroller of Travel- 
ets. A graduate of Brown he joined 
Travelers in the general accounting di- 
mq of the comptrollers department in 


Liberty Life of Greenville, S. C., has 
ecome a member of the Life Insurers 
Conference. 
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COMPANIES 


Big Gains for N. W. 
Mutual Reported 


Assets of Northwestern Mutual Life 
have reached $2,249,840,672, an increase 
of $133,110,358 in the past year, and life 
insurance in force Sept. 30 was $5,646,- 
942,000 on 1,332,341 policies, President 
Edmund Fitzgerald reported to the 
trustees. 

Insurance sales showed monthly gains 
ranging from 6% to 24% the last six 
months. New business thus far this 
year totaled $327,726,098, plus reinstate- 
ments and dividend purchases of $20,- 
422,013, and annuities of $2,422,000. 

Leading its 87 general agencies in 
sales volume were Jamison & Phelps, 
Chicago; B. J. Stumm, Aurora, IIl.; V. 
M. Stamm, Milwaukee; John R. Mage, 
Los Angeles; C. R. Eckert, Detroit; C. 
L. McMillen, New York; A. C. F. Fink- 
biner, Philadelphia; P. T. Allen, Buffalo; 
F. R. Horner, Madison, Wis., and M. A. 
Carroll, Oshkosh, Wis. 

Income for nine months was $241,335,- 
427, including $156,197,726 premiums 
and $50,256,477 interest and other earn- 
ings on investments. . Disbursements of 
$143,210,676 included taxes, $3,169,157; 
dividends to policyholders, $30,872,187, 
and benefits of $44,279,851 paid on 10,330 
death claims. Payments to policyhold- 
ers and beneficiaries totaled $95,135,169, 
with $23,219,419 disbursed from funds 
left with the company under income 
plans. 

An increase of $133,110,358 in assets 
in the past year brought the amount to 
$2,249,840,672. The assets included bond 
investments of $1,778,345,469; preferred 
stock, $52,521,693; mortgage loans, 
$232,744,306; real estate investments, 
farms, land contracts and home office 
property, $36,568,585; policy loans, $69,- 
695,170 and, among other items, $35,- 
299,268 cash. 








Mortgage Cancellation Plan 
Drive Boosts Production 


A three-month mortgage cancellation 
plan contest contributed to the $36,018,- 
699 examined total business for July, 
August and September of Minnesota 
Mutual Life. Awards for top producers 
were 10 monthly prizes of table radios 
and three grand prizes of television or 
radio-phonograph sets. The winners of 
the three grand prizes, the company 
leaders in the three-month period for 
all production, are S. S. Simik, Okla- 
homa City; O. E. Bowman, Denver; and 
R. N. Link, Los Angeles. 


Billion for Mutual, Can. 


TORONTO—Mutual Life of Canada 
reports that it has now passed the $1 
billion mark in, business in force. Al- 
most the entire amount—98%—is on 
lives of residents in Canada and New- 





ae The company is 79 years 
old. 
Sterling Enters Florida 


_ Sterling of Chicago has entered Flor- 
ida for life and disability insurance. 
Sterling is now: licensed in 17 states. 





_ Iowa Life is conducting a sales train- 
ing course for its full time agents. Run 
by home office officials, the course lasts 


a week and is given to groups of 15 to . 


20 agents each month. Certificates are 
presented to those satisfactorily com- 
pleting the course. 








Attorney Talks to Managers 


SEATTLE—Judges James W. Hod- 
son, attorney for the Northern Pacific 
railway, spoke on “The Alternatives to 
Dictatorship” Monday at a luncheon 
meeting of the Life Managers Assn. 





Paul P. Stewart has been advanced 
to field supervisor for Phoenix Mutual 
Life at Portland, Ore. 








166 YEARS OF 
SUCCESSFUL UNDERWRITING 


Recently six Beneficial Life Underwriters, with . 
an aggregate of 166 years in the life insurance © 
business, were requested to make a statement 
concerning their underwriting careers. Their 
testimonials were spotted with the following. 
thoughts: : 


“Life insurance extends a wonderful 
service to the insuring public in the 

time of need”... “gives a spiritual wp- - 
lift obtained in no other way” . . . “best 
solves life’s financial problems”... 
“stands alone in the field of guaranteed 
investments” . . . “extends man’s income 

into the future” ... “affords opportu- 

nity for public service”. 


These statements bespeak the "conviction" and 
"desire to serve" which underlies the philos- 
ophy of the Beneficial Career Underwriter. 
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George Albert Smith, President 





Salt Lake City, Utah 




















security to his clients, an agent 


interest in the business he writes. 


progress is evidence of this belief. 
Independence of action is fundamental to the American Agency System. 


Given competitive rates and plans, 
along with the utmost in service and 


entitled to expect from his Company 
.....a fair and liberal contract which 
will give him a permanent and vested 


This Company believes in and offers 
these things ..... its exceptional 


is 
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INSURANCE COMPANY ©¢ PHILADELPHIA 7, PA.) 


Established 1906 -~ 
WILLIAM ELLIOTT, President ° 


BERTRAM S. BALCH, Superintendent of Agencies 
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AMONG COMPANY MEN 





Seitz Heads Amer. 


Home of Topeka 


Following the death of W. M. Hobbs, 
Frank J. Seitz was advanced from exec- 
utive vice-president to president of 
American Home Life of Kansas. 

Charlies F. Hobbs, former Kansas in- 
surance commissioner, was elected 2nd 
vice-president and will become actively 
interested in the company. He has been 
a director. 

Dr. B. M. Marshall, medical director, 
who has been with the company since 
1937, was elected 1st vice-president. 

E. A. Jones of Jones Electric Ma- 


chinery Co, and Jones Alfalfa Milling 
Co. was elected a director. 

Mr. Seitz has been with American 
Home for 25 years and has been vice- 
president and director of sales since 
1936. He is a past president of Topeka 
Life Underwriters Soot 


Duffield Named Assistant 
Actuary of Travelers 


Dickinson C. Duffield has been ap- 
pointed an assistant actuary in the life 
actuarial department of Travelers. He 
has been with the company since 1926 
and before that was with John Hancock. 

Mr. Duffield is a member of a dis- 
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GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 


A Billion Dollar Company Established 1891 
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AND SPREADING OUT— 


As a result of the progress Postal Life & Casualty 
has made, we can offer real opportunities 
for men who are looking for a chance to 
develop their own agencies. 








tinguished insurance family. His father, 
the late Edward D. Duffield, was presi- 
dent of Prudential from 1922 until 1938. 
A cousin, Daniel M. Duffield, is an as- 
sistant treasurer of Travelers. 

D.C. Duffield is a fellow of Actuarial 
Society of America and American In- 
stitute of Actuaries. 


Schmedeman Now 
Vice-President of 
National Guardian 


National Guardian Life has advanced 
A. 'G. Schmedeman, Jr., director of agen- 
cies, to agency 
vice-president. 

Mr. Schmedeman 
joined the company 
in 1922. During 
the war he was a 
lieutenant - colonel 
and served 3% 
years on the War 
Department gen- 
eral staff in the 
South American, 
Mediterranean and 
European theaters. 
He was decorated 
by a number of 
foreign countries. 

On release from the army Mr. 
Schmedemen was appointed director of 
agencies and his work has been largely 
responsible for the company’s enjoying 
the best years of its history this year 
and last. 








Mr. Schmedeman 





Life of Va. Names 
Glazier and Orgain 


Life of Virginia has elected Robert L. 
Glazier actuary and has named Albert 
M. Orgain as an assistant vice-presi- 
dent. 

Mr. Glazier succeeds Robert J. Towne, 








R. L. Glazier 


A. M. Orgain 


who recently organized a firm of con- 
sulting actuaries at Richmond. He 
graduated from Yale in 1927. Arter a 
few months in Prudential’s actuarial de- 
partment, he joined Union Central 16 
years ago and has been assistant actuary 
there for the last seven years. He isa 
fellow of both actuarial bodies. 

Mr. ‘Orgain succeeds Lee Searcy, who 
recently went with American National 
as regional director of weekly pre- 
mium agencies at Dallas. Mr. Orgain 
will supervise the industrial sales force 
in Indiana, Maryland, Michigan, Ohio 
and. District of Columbia. He joined 
the home office organization in 1934, 
serving as assistant manager in Balti- 
more, traveling inspector, and since 1942 
has been manager at Columbia, S. C. 





‘F. X. Johnson to Continental 


Frank X. Johnson, formerly field as- 
sistant for Travelers at Bridgeport, 
Conn., has joined Continental Assurance 
as field supervisor in the eastern de- 
partment. 





Dr. Ernest L. Boylen has been ap- 
pointed assistant medical director of 
Standard of Oregon. 








W. C. Allee, Detroit attorney, dis- 
cussed the revenue act of 1948 at the 
first fall meeting of the Detroit C.L.U. 


SALES MEETS 


N. E. Mutual Agents 
in French Lick Rally 


New England Mutual agents from 95 
mid-western agencies will gather at 
French Lick, Ind., Nov. 1-3, for a three. 
day educational conference and recrea- 
tion. This will be the last and largest 
of five regionals. 

Vice-presidents Walter Tebbetts and 
George L. Hunt will report to the field 
force and Mr. Hunt will be chairman the 
first day. f 

C. F. Collins, agency secretary; H. W, 
DuBois, Dallas; D. M. Phipps, Cleve- 
land; L. F. Parker, Detroit; W. C. Gen- 
try, manager of sales promotion; J. H, 
Hall, Parkersburg; E. W. Holm, To- 
peka; and C. R. Hermes, Chicago-Fowl. 
er will take part in two panels—“Find 
Your Market” and “Seeing . . . Sells,” 

W. L. Wadsworth, Buffalo, general 
agent, with New England Mutual for 
32 years, will speak at the dinner. 
Other Officers Taking Part 

F. A. Lumb, Grand Rapids general 
agent; Mr. Tibbetts; J. L. Stearns, sec- 
ond vice-president and actuary; S. C. 
Badger, second vice-president and finan- 
cail secretary; G. D. Arnold, assistant 
secretary; M. H. Clifford, assistant med- 
ical director; D. W. Tibbott, director of 
advertising; H. C. Chaney, director of 
agencies; Doris Montgomery, and A, E. 
DeBow, senior member of the St. Louis 
agency, will conduct the program the 
second day. 

The last: day will be devoted to 
“alumni” of home office refresher 
courses, featuring a “Telephone Is a 
Time Saver” panel with R. E. Froom, 
Cleveland; G. C. Lindemann, Grand 
Rapids, and R. F. Mathews, Detroit, as 
speakers. Mr. Gentry will lead the dis- 
cussion. 

Following a sales demonstration by 
C. E, Powell, Parkersburg; M. F. Rich, 
Chicago-Bramhall; W. H. Phillips, Jr., 
Louisville and C. G. Polad, Chicago- 
Fowler, the convention will wind up 
with an address on “Plan for Power” 
by G. C. Behrns, supervisor in the Chi- 
cago-Fowler agency. 


Ohio Nat'l Has Texas Rally 


A regional convention of Ohio Na- 








tional Life was held at Kerrville, Tex, . 


with Henry Coutret, San Antonio, gen- 
eral agent for southwest Texas, pre- 
siding. The home “office was_repre- 
sented by Grant Westgate, superintend- 
ent of agencies; George Groce, assistant 
superintendent of agencies; Frank 
Johnson, underwriting department; and 
B. C. Butler, western division manager. 
Sales methods were studied. T. Max 
Davis, Houston general agent, spoke on 
the “Prospecting Situation.” Charles 
Kahn made an inspirational talk. : 


Million Has Sales Meeting 


The B. A. Million southern Indiana 
general agency of Northwestern Mu- 
tual Life held its annual sales meeting 
at Evansville. William B. Minehan, as- 
sistant secretary, and S. B. Snow, Jr, 
assistant director of agencies, attended 
from the home office. 5 

The dinner for 40 agents and wives 
honored Chester Schroeder and Robert 
Million, who have just received the 
C.L.U. designation. 

Salesmen from Terre Haute, New Al- 
bany, Columbus, Vincennes and Bloom- 
ington were in attendance. 


B. M. A. Regional at Dayton 


Business Men’s Assurance held an 
Ohio-Indiana conference at Dayton 
Monday. Among those in attendance 
at the meeting were John W. Saylet, 
vice-president; C. M. Barricklow, assist- 
ant to the vice-president, and John Ho 
cever, group department, Kansas City; 
Noell Iiams, Indiana manager, Indtan- 
apolis; Jeff L. Glasgow, district man- 
ager, Akron, and E. W. Welton, district 
manager, Columbus. 
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Hike A. & H. Limits 
to Meet Present 
High Income Levels 


A. & H. companies are changing 
their general maximum limits on in- 
come protection policies to conform to 
the present high income levels of cer- 
tain occupations, according to discus- 
sions at the underwriting forum of H. 
& A. Underwriters Conference at Chi- 
cago. ; ; 

Some companies will issue coverages 
over the general average of $200 per 
month if the risk is in the professional 
classification and the income warrants 
higher replacement protection. Highest 
loss of time of the companies repre- 
sented at the forum was $700 per month 
in a single company and this in only 
exceptional cases. It was indicated that 
the companies are taking into considera- 
tion the value of today’s dollar in con- 
sidering the aggregate amount of pro- 
tection an applicant has in other com- 
panies. Participation limits for the ma- 
jority of the underwriters was $500 per 
month but five companies would go to 
$600 and one to $800. 


Careful About A. & H. Insurance 


J. M. Wickman, North American Life 
& Casualty, vice-chairman of the com- 
mittee, warned that there are certain 
occupations enjoying temporary high in- 
comes but future economic factors may 
cause a sudden drop in certain jobs and 
underwriters should be careful not to 
over-insure these classifications, 

Consensus was that where applicants 
show a history of heart disease, diabetes, 
cancer and rheumatic fever, each in- 
dividual case must be decided on its 
merits and no hard and fast rule can 
be given. Some applicants in this cate- 
gory can be issued accident insurance 
if the medical history reveals that the 
disease was not of recent duration. It 
was emphasized that in every instance 
very careful underwriting is necessary 
to be fair to the applicant and to see if 
some protection can be issued. 

In a discusion of A. & H. insurance 
for housewives it was brought out that 
several companies represented do write 
this type of coverage up to $40 per 
month and underwriting experience 
hasn’t produced any unusual difficulties, 

The afternoon session was given over 
to a case clinic where out of the or- 
dinary underwriting cases submitted by 
underwriters were discussed. 

The meeting was under the direction 
of D. B. Alport, Business Men’s Assur- 
ance, chairman of the underwriting 
committee of the conference. The next 
meeting will be held during the mid- 
winter meeting of the conference at 
Chicago Jan. 31-Feb. 2, There were 125 
in attendance. 


Gregory, Tull, Jones 
Speak at Portland, Ore. 


Portland, Ore., A. & H. Underwriters 
Assn, heard President E. F. Gregory of 
the National association speak on “What 
Are Your Intentions?’ He analyzed the 
attitude of a typical disability insurance 
salesman toward his career and sum- 
Marized the program of the National 
association for the coming year. 

Charles H. Tull, Seattle, National ex- 
ecutive board member, presented plans 
now in the making for a northwest re- 
gional sales congress, at which Seattle 
will be the host, and to include the as- 
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sociations at Portland, Spokane and 
Vancouver, B. C. 

Wesley Jones, assistant executive 
secretary spoke on the value of mem- 
bership in the National association. 

Vern Gilbert, president of Portland 
‘Assn. of Life Underwriters, gave his 
approval to suggestions by President 
Gregory that life and disability salesmen 
need to etxend their present areas of 
cooperation. 


Must Have All Data Before 
Making Blue Cross Rates, 
Harrington Stipulates 


Commissioner Harrington of Massa- 
chusetts told a special legislative recess 
commission studying the Blue Cross 
that he does not care to have responsi- 
bility of regulating Blue Cross rates, 
but if he is to make rates, he wants 
authority to secure full information as 
to the experience of the organization 
and complete knowledge of what its 
hospital contracts are. As it stands now, 
the commissioner has to approve the 
rates without being able to establish 
standards to determine their soundness, 
he said. 

He declared that Blue Cross should 
pay a 1% tax on policies, amounting to 
about 39 cents a month. Meeting the 
objection that such a “non-profit” or- 
ganization should not be compelled to 
pay a tax, he reminded that mutuals 
and reciprocals are also non-profit, yet 
pay a tax. It is unfair to people of 
Massachusetts not in Blue Cross to have 
to meet the costs of regulating that or- 
ganization. 

The insurance department, said Mr. 
Harrington, has spent more time on the 
problems of Blue Cross than on any 
Other organiaztion he has to deal with. 

He opposed the proposition of Roger 
W. Hardy, acting director of Blue 
Cross, that the subscribers elect a major 
proportion of the Blue Cross directors. 

If the legislature does not see fit to 
give him full authority, the commis- 
sioner suggested that control of Blue 
Cross be placed in the hands of the 
health commissioner or the commis- 
sioner on hospitals. 








Program Announced for 
Regional at Minneapolis 


A discussion of current aspects of 
insurance regulation by Paul Clement, 
Minnesota Commercial Men’s will be 
one of the highlights of the regional 
meeting of H. & A. Underwriters Con- 
ference at the Curtis Hotel, Minneap- 
olis, Nov. 4. 

. L. Morrison, manager group de- 
partment of North American Life & 
Casualty, will speak on small group and 
franchise insurance and_ Billedward 
Howland, statistician of the conference 
will discuss the recent conference hos- 
pital insurance committee report. In 
addition he will explain the latest de- 
velopments in the Chicago hospital ad- 
mision plan and current Blue Cross and 
Blue Shield plans. , 

John P. Hanna, executive director and 
attorney of the conference, will report 
on the standard provisions revisions, 
the accident and health industry com- 
mittee and the latest developments in 
the accident and health experience re- 
porting form. 

Concluding the program will be an 
“experts’ panel” of leading accident and 
health executives to which the repre- 
sentatives in attendance may address 
any question pertaining to accident and 
health insurance. 

Frank L. Harrington, Massachusetts 
Protective, chairman conference execu- 
tive committee, will open the program 
with a general picture of recent confer- 
ence activities. 

Representatives of conference com- 
panies in Minnesota, Iowa, Nebraska, 
Wisconsin and North Dakota are ex- 
pected to attend. H. P. Skoglund, presi- 


dent of North American Life & Casu- 
alty, will preside. 


Plan Pittsburgh Congress 


Earl Putnam, president of Canada 
H. & A., and James F. Malone, Jr., 
Pennsylvania commissioner, will be din- 
ner speakers at the sales congress of 
Pittsburgh Assn. of A. & H. Under- 
writers Nov. 15 at the Sheraton hotel. 

The sales congress will be conducted 
in the afternoon and a big audience, 
including A. & H. men from Cleveland 
and Youngstown, is expected. 


Give Seller's, Buyer's View 


At the first fall meeting of A. & H. 
Underwriters Assn. of St. Louis, Monte 
Baer of the Kern Insurance Agency 
discussed “The Seller’s Point of View” 
and Dr. Philip DuBois of Washington 
+ nly ld “The Buyer’s Point of 

iew.” 





Form New Georgia Assn. 


Middle Georgia A. & H. Assn. was 
formed last week at Macon with 21 
chartered members. The new organiza- 
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tion will represent central Georgia in 
the National Assn. of A. & H. Under- 
writers, 

Lee Laney, Mutual Benefit H. & A., 
president of the Georgia association, 
spoke. Permanent officers will be 
elected at the first regular meeting. 


Murphy A. & H. Supervisor 

J. Harold Kay, general agent at New- 
ark of Security Mutual Life, has ap- 
pointed John A:*Murphy supervisor of 
the agency’s A. & H. department. Mr. 
Murphy has been with the agency for 
nearly 3 years and was formerly cashier. 


C. LU. 


Dr. Huebner Presents C.L.U. 
Diplomas at N.Y.C. Lunch 


The steady and rapid growth in 
C.L.U. membership between 1928 and 
1939, momentarily set back during the 
war years, and then recouping for an 
all-time high in 1947 is expected to con- 
tinue, Dr. Solomon S. Huebner of the 
American College said at a luncheon of 
the New York C.L.U. chapter. He 
pointed out that in June, 1948, there 
was a total of 2,885 C.L.U. candidates 
from 45 states, the District of Columbia 
and Hawaii, representing a 12% increase 
over 1947. This year 3,752 examina- 
tions were taken, 492 more than in 1947. 














great increase, Dr. Huebner declared, 
was the growing number of universities 
and colleges cooperating. In 1904 only 
one college had the course; in 1924, 15, 
and today, 106. 

Following his talk, Dr. Huebner pre- 
sented diplomas to successful candidates 
in the metropolitan area who did not re- 
ceive their diplomas in St. Louis during 
the National Assn. of Life Underwrit- 
ers meeting. 

One of them was 73-year-old Alfred 
Weil, with the Kreuger & Davidson 
agency of Northwestern Mutual Life, 
who has been with that company con- 
tinously since he entered the business in 
1911. 


Hear Banker at Hartford 


The Hartford C.L.U. chapter “held its 
first meeting of the season Tuesday. 
W. Fenniman, vice-president and 
trust officer of Phoenix State Bank & 
Trust Co., talked on “The Revenue Act 
of 1948 from an Insurance Man’s View- 


point.” 





C. L. U. Course in N. C. 


DURHAM, N. C.—Sponsored by 
Durham Assn. of Life Underwriters, 
with the cooperation of the University 
of North Carolina extension division, a 
C.L.U. course has started here this 
week, Dr. Dan McGill, Julian Price 
associate professor of insurance in the 
University of North Carolina school of 


One of the factors contributing to this commerce, will conduct the classes. 
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“NEWS OF LIFE ASSOCIATIONS 





Hill Represents N.A.L.U. at 
Kansas State Conference 


The state conference of Kansas Assn. 
of Life Underwriters at Wichita, with 
Herbert R. Hill, Richmond, national 
trustee, representing N.A.L.U., was an 
enthusiastic meeting. All 13 Kansas 
local associations were represented and 
the state association officers and direc- 
tors were on hand. Under a new plan 
in Kansas, the state association pays 
the expenses of the local secretary and 
treasurer to the training conference in 
addition to the president or an alternate 
officer invited at the expense of the na- 
tional association. 

A state roster of non-association mem- 
bers is proposed for a mailing list to be 
furnished the local associations. An- 
other proposal would make as many as 
three speakers a year available to local 
associations from the state association, 
prepared to speak on any subject the lo- 
cal program chairman might desire. 
President Rex Lear, Salina, presided. 





Hagerman St. Louis Speaker 
on Retirement Income 


Richard C. Hagerman, Cincinnati 
manager of Equitable Society, spoke on 
“Retirement Income at 65 and Its Or- 
ganized Presentation” before Life Un- 
derwriters Assn. of St. Louis. He out- 
lined the presentation he makes to a 
prospect and took up the various objec- 
tions that are usually raised. 

Mayor Kaufmann of St. Louis paid 
tribute to the 87 who won the quality 
award this year, and especially the seven 
four-year winners of this award. 

Adam Rosenthal, General American 
Life, who went to the meeting direct 
from St. John’s hospital, where he was 
a patient for 10 days, due to a dislo- 
cated spinal disk, was presented a scroll 
for his work as general chairman of the 
N.A.L.U. convention. 


Orr Speaks at Oregon 
State Assn. Meeting 


PORTLAND—Clifford H. Orr, Na- 
tional Life of Vermont, Philadelphia, 
president of the National Assn. of Life 
Underwriters, was moderator and prin- 
cipal speaker at the state conference 
held at Portland under the auspices of 
Oregon Life Underwriters Assn. He 
talked on the association’s stand on old 
age and survivors insurance under so- 
cial security and on National Service 
life insurance. He also discussed the 
growth of life insurance in the last 50 
years. 








Announce S. E. Kan. Setup 


New officers named to plan the Oc- 
tober, 1949, southeast Kansas sales con- 
gress, scheduled for Pittsburg, include 
Henry V. Party, Metropolitan, general 
chairman; R. W. Kiehl, Metropolitan, 
program chairman; H. R. Nielson, Na- 
tional Life & Accident, publicity chair- 
man, and W. J. Pilkington, Prudential, 
arrangements chairman. All are at 
Pittsburg. 


Wis. Annual Meet Nov. 18-19 


The annual meeting and sales con- 
gress of Wisconsin Assn. of Life Under- 
writers will be held at Milwaukee Nov. 
18-19. The Quarter Million Dollar 
Round Table will meet the afternoon of 
Nov. 18. 








Pittsburgh—E. W. Garvin, Jr., assist- 
ant manager of Metropolitan Life, will 
address the Butler branch Nov. 4. 

Jackson, Miss.—Will W. Jackson, ad- 
ministrative vice-president of American 
Hospital & Life of San Antonio, spoke 
on “Sales as an Art and a Service.” 

Springfield, 1¥11.—Millard F. Bingham 
of Mutual Benefit, new president, pre- 
sided at the first fall meeting, at which 
N. Eric Bell, Illinois manager State Farm 





companies, Bloomington, and president 
Illinois association, and Kenneth L. Keil, 


Penn Mutual, Springfield, secretary. 
treasurer of the state organization, 
spoke briefly. 

Houston—Mrs. Marie Q. Chambers, 


chief of the agents license division of 
the Texas insurance department, spoke 
on the handling of complaints, saying 
that though more than 400 complaints 
had been handled in the last six months 
only seven cases resulted in charges 
actually being filed, though in many 
other cases the accused agent was called 
before the commissioner for a reprimand, 
Mrs. Chambers also talked on the pro. 
posed agents’ qualification proposa] 
which may come up again for considera- 
tion at the next legislative session. Dale 
Shepherd, Connecticut Mutual, member 
of the state legislation committee, de- 
scribed the measure briefly. The asgo- 
ciation voted to approve the directors’ 
recommendation to increase annual dues 
for agents and supervisors to $15 and 
for general agents and managers to $20, 
Cape DeWitt, Northwestern National, as- 
sociation president, explained that the 
requirements for the local, state and 
national associations made the increase 
imperative. 

Dallas—tThe first session of the annual 
fall roundup seminar had as speakers 
Dean David McCahan of the American 
College, and R. A. Furbush, vice-presi- 
dent American National. Dr. McCahan 
spoke on “Living Values in Life Insur- 
ance.” “Good Work Habits as a Foun- 
dation for Life Underwriting Success” 
was Mr. Furbush’s topic. 

Indianapolis—Rowland Allen, person- 
nel manager of the Ayres department 
store of Indianapolis, said that since 
life insurance is in every phase of the 
economy it behooves life insurance men 
to learn what is going on in the social 
order and to identify themselves with 
every decent social need. He said that 
life insurance was not “on the ball’ 40 
or 50 years ago, hence too many of the 
older generation have been left without 
its security and have turned to the goy- 
ernment as the medium to provide the 
security they seek. 

Stuttgart, Ark.—A. Walton Litz, vice- 
president of Union Life of Little Rock, 
spoke at the inaugural banquet of the 
newly organized association. He said the 
insurance man who best serves the com- 
munity puts something into it as well as 
takes something out. ° 

Muskegon, Mich.—William B. Minehan, 
assistant secretary of Northwestern Mu- 
tual Life, emphasized that more persons 
currently are looking to life insurance 
as an investment and a wise form of 
savings in view of high prices and taxes, 
coupled with low interest yields. 

Syracuse—Robert L. Pilon, John Han- 
cock, Bethlehem, Pa., discussing pro- 
gramming, emphasized that it is 90% 
humanizing the problem at hand and 
only 10% technicalities. Since the 
woman in the family often makes the 
decisions it behooves the alert agent to 
get to know the prospect’s wife and have 
her on his side. 

South Bend—Alden C. Palmer, R. & R. 
Service, addressed the October luncheon 
meeting. Committees for the coming 
year were announced, as were plans for 
making the association the second larg- 
est in the state. 

Utica, N. Y¥Y.—John H. Clyne, Albany, 
spoke on ‘“What’s Ahead for the Next 
Six Months?” 

Bert Newlove announced the L.U.T.C. 
course and continuance of the C.LU. 
course. Both classes will be conducted by 
John B. Slimm at Utica College. 


Elmira, N. Y.—Frank D. Andrews, 
Aetna Life, Rochester, spoke on “A Little 
Horse and Buggy Sense in a Jet Propul- 
sion Age.” 

Pittsburgh—The salesman who makes 
the prospect feel important is on the 
road to a sale, L. N. Whitelaw, assistant 
director of field training of Prudential, 
said. To the prospect his family is most 
important. His decisions are most im- 
portant. His ideas are the best. If the 
salesman will understand that the pros- 
pect will react favorably to a build-up 
of the prospect’s ego, then a professional 
discussion without pressure will follow 
and the prospect will feel that he insti- 
tuted the discussion and purchased the 
insurance rather than having been sold. 
Mr. Whitelaw has found many prospects 
using the ideas and actual words that 
have been given to them by the sales- 
man but the prospect feels that they are 
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his own ideas and his words. When this 
occurs the sale is made with a great deal 
of satisfaction on the part of the pros- 
pect. If the salesman can get the pros- 
pect to participate in the interview by 
using his pencil and working out the 
problems himself, he then feels that the 
salesman is his assistant rather than a 
high-pressure individual. 

Buffalo—Bertil af Jochnick, president 
of Trygg Life of Stockholm, Sweden, 
spoke on “Sales Ideas That Work for 
Us.” Dean John A. Beane of Millard Fill- 
more College presented C.L.U. diplomas 
to qualifiers. 

Montreal—W. J. H. Chittick, manager 
at Winnipeg for Manufacturers Life and 
president of the Life Underwriters Assn. 
of Canada, was the speaker. 

New Bedford—Richard Monroe, as- 
sistant manager of Prudential at Boston, 
spoke on prospecting. 

Neenah, Wis.—William S. Leighton, 
Minneapolis, immediate past president 
of American Society of C.L.U., addressed 
the Fox River Valley association. He 
discussed the origin and purposes of the 
C.L.U. movement, citing the educational 
value and the placing of the business on 
a high professional basis, with resultant 
better acceptance by the public. 

Green Bay, Wis.—The association is 
cooperating with the Green Bay School 
of Vocational and Adult Education in a 
life insurance course, featuring part C 
of the C.L.U. course, with classes in 
charge of Eugene Kranzush, attorney. 

Columbus, O.—Edward T. O’Brien, 
president, was presented a certificate 
from N.A.L.U. and a gavel by the Colum- 
bus organization. 

Ohio State Life has presented the as- 
sociation a set of* meeting-reminder 
ecards, which will be distributed among 
the agencies having members in the as- 
sociation. The cards will be -displayed 
in a conspicuous place in each agency 
on the day before and the day of each 
association meeting. 

New Haven, Conn.—Robert C. Holland, 
New York Life, spoke on “How I Get My 
Business.” 


MANAGERS 








agency; the supervisor has the same 
things to struggle with as does the gen- 
eral agent and they must work as a 
team, as their interests are the same. 

William Klove, Equitable Society, 
taking up the compensation angle men- 
tioned the various plans and said 
the supervisors’ compensation depends 
largely on the agency setup; whatever 
system is in vogue, it should suffice to 
attract good men to supervisory work. 

James L. ‘Gessner, 
speaking on agency economics, said the 
supervisor should know where he is go- 
ing, how to get there and recognize 
when he gets there. 


Slate Rasmussen in Phila. 


Harry O. Rassmussen, Newark gen- 
eral agent of Penn Mutual Life and 
past president of General Agents & 
Managers’ Assn. of Northern New Jer- 
sey, will speak at a luncheon meeting 
of the supervisors and managers section 
of Philadelphia Assn. of Life Under- 
writers Nov. 9 on “Agency Planning.” 





Hear St. Louis Report 


San Antonio Life Managers Club 
heard a report from B. A. Wiedermann, 
Union Central Life, on the general 
agents and managers section at the 
N.A.L.U. convention. 


Cahill Buffalo Speaker 


Daniel P. Cahill of Purdue Univer- 
sity spoke at the first fall meeting of 
Buffalo Life Managers Assn. Oct. 28 
on “Campus Training of Agents.” 








Hear Wadsworth on Training 


William L. Wadsworth, general agent 
of New England Mutual Life at Buf- 
falo, spoke on “Initial Field Training of 
the New Agent” at a luncheon meeting 
of Albany General Agents & Managers 








Relation of Supervisors 
and Managers Discussed 


Members of Life Agency Supervisors 
Assn. of Los Angeles presented the pro- 
gram at a joint meeting with Life In- 
surance Managers Assn., under the di- 
rection of Ralph Fischer, Northwestern 
Mutual Life, president of the super- 
visors, and Robert Ogden, Occidental 
Life, program chairman. 

Robert L. Woods, Massachusetts Mu- 
tual Life, said the program should be 
divided into four categories: Defining 
the duties of the supervisor, training in 
those duties, compensation and agency 
economics. 

Eugene L. Patton, Mutual Benefit 
Life, said the duties of the supervisor 
should be outlined as a blueprint, for 
the newer agencies relating to recruit- 
ing and teaching, and for the older 
agencies, training and supervision. He 
urged closer cooperation with the gen- 
eral agent or manager. He said that the 
key to good management is to have it 
reduced to a work pattern, and that pat- 
tern having been established, the super- 
visor should carry it out. 


Lafot Asked for Comments 


Lloyd Lafot, inspector of agencies of 
New York Life, called on to comment 
on Mr. Patton’s talk, emphasized train- 
ing and closer cooperation between su- 
pervisor and. manager, so that the su- 
pervisor may be a part of the agency. 
He said the supervisor should be given 
the objectives of the agency in order to 
permit him to meet his responsibilities. 

E. G. Walls, Jr., Connecticut Mutual, 
said training how to meet the objective 
should not be neglected. He declared 
the supervisor also needs training, and 
needs the aid of the general agent in 
all phases of his work. The men who 
Staduate to supervisors reflects the 
general agency success. He said the 
supervisor must offer new ideas of mer- 
chandising. 

Russell L.. Hoghe, Equitable Life of 
Owa, commenting on Mr. Walls’ talk, 
Said a supervisor is an agency within an 
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POLICIES 
Illinois Bankers Life 
Issues Special Policy 


Illinois Bankers Life has introduced a 
new “Bankers Special” policy. In event 
of death prior to the seventh policy 
year, double the ultimate amount is 
payable. Should the insured die sub- 
sequent to the sixth policy year and 
prior to the 21st policy year, in addi- 
tion to ultimate amount the com- 
pany will pay a sum equal to the total 
annual premiums. After the policy has 





Penn Mutual, - 


been in force. 20 years, the ultimate 
amount is payable in event of death. 
Annual premiums per 1,000 ultimate 
amount are: 


Age Prem. Age Prem. Age Prem. Age Prem 
$ $ $ $ 
10 15.74 21 19.24 32 25.60 43 40.76 
11 16.00 22 19.64 33 26.50 44 43.00 
12 6.26 23 20.08 34 27.48 45 45.58 
13 16.54 24 20.54 35 28.56 46 48.36 
14 16.82 25 21.04 36 29.70 47 51.46 
15 17.12 26 21.56 37 30.90 48 54.88 
16 17.44 27 22.10 38 32.18 49 58.66 
17 17.76 28 22.66 39 33.62 50 62.80 
18 18.10 29 23.30 40 35.22 .. ... 
19 18.46 30 24.00 41 36.96 
20 18.84 381 24.78 42 38.78 








Pilot Is Introducing New 
Juvenile Policy 


Pilot Life has brought out juvenile 
participating and non-participating 20 
pay endowment at 80 policies, issued 
from birth through rated age 4. Full ul- 
timate death benefit is payable from is- 
sue, except that for issue age less than 
six months $250 per $1,000 is payable 
the first policy year. Maximum is $10,- 
000. Annual premiums are: participating 
—Age 0, $23.02; 1, 23.10; 2, $23.21; 3, 
‘$23.40; 4, $23.63; non-participating— 


ANOTHER 


FIRST 


DOUBLE INDEMNITY ON 


CHILDREN 


FROM DAY OF BIRTH 


As of August First the American National began Ley Double 


Indemnity on policies issued to juvenile, from day of 


rth on. 


Anico is the first Major Company in the business to take this step. 
This action is indicative of the modern and liberal attitude of Anico. 
Such constructive attitudes keep it: 
* Tops in protection value 
* Tops in earning possibilities 
* Tops in modern selling aids 


Such a combination gives Anico Representatives the greatest career 
opportunity offered in the industry. 


OVER A BILLION 


*1 679,000,000 
NSURANCE IN FORCE 


Write Vice President 
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Age 0, $19.63; 1, $19.69; 2, $19.73; 3, 
$19.78; 4, $19.85. 


Reduces Aviation Extras 
Great-West Life has liberalized the 





extra premiums for aviation coverage 
on qualified pilots of the United States 
armed services. The new rates, based 
on the most recent data available are: 
Ages up to 24, $15; 25-29, $12; 30-34, 
$9; 35 and over $6. 








== 


LEGAL RESERVE FRATERNALS 





Schwenker New President 
of Nebraska Congress 


A. C. Schwenker of Lincoln was 
elected president. of the Nebraska Fra- 
ternal Congress at Omaha; Mrs. Ollie 
Estes, Lincoln, first vice-president; Ray- 
mond E. McGrath, Omaha, second vice- 
president; Frank Saunders, Omaha, 
third vice-president, and Mrs. Ruth Mar- 
henke, Lincoln, secretary-treasurer. 

Joseph A. Vojir, Omaha, retiring 
president, was toastmaster at the ban- 
quet at which Mrs. Jeanie Willard, new 
president of the National Fraternal Con- 
gress and first vice-president of Wood- 
men Circle, Omaha, was the speaker. 
Mr. Vojir, supreme counselor Catholic 
Workmen, was presented a past presi- 
dent’s pin. Representing Catholic Work- 
men at the convention were President 
V. F. Jelinek, Treasurer Joseph W. Fic- 
enec and Trustee Joseph K. Proskocil. 





Iowa Congress Names New 
Officers at Cedar Rapids 


CEDAR RAPIDS, IA.—Edwin 
Kress of Sioux City, Woodmen of the 
World, was elected president of the 
Iowa Fraternal Congress at the annual 
convention here. 

Mrs. Grace W. McCurdy, Bettendorf, 
president of Royal Neighbors of Rock 
Island, Ill., was named vice-president; 
Mrs. Irene Bird of Cedar Rapids, edi- 
tor and publisher of “Fraternal Field,” 


Cedar Rapids, Fidelity Life, sceond 
vice-president. 

Walter C. Below, Fulton, IIl., presi- 
dent Fidelity Life, installed the new 
officers. 

Sioux City was selected for the 1949 


convention. 


———— 


Heckenkamp Starts 12th 
Four-year Term as Head 
of West. Catholic Union 


JEFFERSON CITY, MO.—F. Wil- 
liam Heckenkamp of Quincy, III, was 
reelected president of Western Catholic 
Union at the quadrennial convention 
here. He has been president for 44 
years. His salary was increased from 
$5,000 to $6,000 a year. 

All other officers were reelected by 
acclamation and increased salaries were 
granted to J. G. Weese, Joliet, Ill., vice- 
president; Mrs. Minnie Lawlor, East St. 
Louis, second: vice-president; William K. 
Ott, Quincy, secretary, and Gerhard J. 
Sander, Quincy, treasurer. 

The number of trustees was increased 
from nine to 11. 

Matthew N. Weis, Aurora, IIl., de- 
clined reelection to the board, and three 
new trustees were named: Frand Bech- 
erer, East St. Louis, Ill.; John B. 
Diederich, Aurora, Ill., and J. B. Reich- 
art, Westphalia, Mo. 

Trustees reelected were H. H. Ot- 
tens, Mrs. Catherine Raymonds and 
Paul P. Hoegen, St. Louis; C. B. Ber- 


secretary-treasurer, and J. Ray Fialka, ter and Albert Kroner, Quincy. 





protection written. 


A $3,500,000 “Kick-Off’’ 


It was not intended as a national membership drive. 
But when Woodmen field men were asked to give two 
months of extra effort, September 25 to November 30, 
they organized state campaigns. At “kick-off” dinners 
in 25 states, they presented applications for a total of 
$3,517,876. With this great start, they are expected to 
nrtke a record score for members enrolled and insurance 


WOODMEN OF THE WORLD 
LIFE INSURANCE SOCIETY 


Omaha, Nebraska 








Wisconsin. 





Satisfied Field Representatives 
Get Best Results 


A new man delivered $87,000 in his first four months— 
a quarter million a year. Why? Because he had modern 
policies—could write Men, Women and Children—med- 
ical or non-medical basis. Good Home Office cooperation. 


Good territory in Illinois, Michigan, Minnesota and 


EQUITABLE RESERVE ASSOCIATION 
NEENAH, WISCONSIN 








NEW YORK 


WOLFE WITH SHOEMAKER 


The George P. Shoemaker agency of 
zeeveness Mutual Life in New York 

oe eo, parents 
pointed Frank- [ Pee | 
lin M. Wolfe | ) 
agency super- | 
visor for the 
Long Island 
territory. 

Mr. Wolfe’s 
new duties will 
include the 
training of new 
men in that 
area, plus per- 
sonal produc- 
tion and serv- 
ice to present 
clients. 

Mr. Wolfe attended Fordham 
school and New York University. 








F. M. Wolfe 

law 
He 
served in the marine corps, and joined 
Northwestern Mutual Life upon his dis- 


charge in 1945. 





KENNETH BLACK NAMES AIDS 


The New York City committee on ar- 
rangements for the meeting of National 
Assn, of Insurance Commissioners there 
Dec. 12-15 has been completed by Ken- 
neth E. Black of Home, the chairman. 
Members are Thomas Silver of Lumber 
Mutual; Junius Powell, Chubb & Son; 
Jesse Phillips, Great American Indem- 
nity; John R. Barry, Corroon & Rey- 
nolds; Ray Murphy, Assn. of Casualty 
& Surety Companies; C. G. Taylor, Jr., 
Metropolitan Life; Orville Davies, Gen- 
eral Exchange; Henry Wood, Equitable 
Society, and Howard P. Dunham, Amer- 
ican Surety, who will serve as treasurer. 


RECORDS 


BANKERS LIFE & CASUALTY—Sep- 
tember premium income was $1,164,150, 
a new high. 

PROVIDENT MUTUAL LIFE—Insur- 
ance in force increased by $10 million 
dollars during the quarter just ended and 
now stands at $1,304,000,000. Invested 
funds are $579 million an increase of 
more than $4 million during the quarter. 
New paid business during the quarter 
amounted to $22.4 million as against $26 
million. 

LINCOLN INCOME, Louisville.—-In Sep- 
tember hung up biggest average per 
week record of new business production 
in its history, with $1,880,556 ordinary 
sales and industrial increase of $3,616. 

The occasion was a president’s month 
campaign honoring President P. 
Smith, 

COLUMBIAN NATIONAL — Has ex- 
ceeded $300 million life insurance in 
force and indications point to a record 
year in 1948. For first nine months, 
sales were 24% ahead of the same period 
in 1947, which was the best year in 46 
years of business. Twenty-eight agen- 
cies exceeded last year’s corresponding 
positions at the three-quarter mark. 


NATIONAL GUARDIAN—Gain in in- 
surance in force of $1,479,450 for Sep- 
tember, raising the gain for the year 
to $10,627,417 and total insurance in 
force to $100,836,352. Paid-for business 
through Oct. 1, was $13,810,910 as against 


CHICAGO 


TRUST MEN TO STAGE SKIT 


A session on estate planning will be 
a feature of the second afternoon of 
the annual mid-continent trust confer- 
ence staged by the trust division of the 
American Bankers Assn. at the Drake 
hotel, Chicago. There will be a skit en- 
titled “You Planned My Estate: What 
Now?” enacted by four Chicagoans: 
John L. Chapman, trust officer, City 
National Bank & Trust Co.; H. Ken- 
nedy Nickell, Connecticut General Life, 
and Benjamin M. Becker, each playing 
their appropriate parts in analyzing the 
estate of the client, played by J. Mills 
Easton, 2nd vice-president of Northern 
Trust Co. 

Preceding the skit will be talks by 























John Waldron, of the Chicago law 

of Pam, Hurd & Relelenaaes on a: 
tal Deductions Under the Revenue Act 
of 1948” and Floyd Dwight, assistant 
vice-president First National Bank of 
Minneapolis, on “The Need for Estate 
Planning.” 


WOOD AGENCY LUNCHEON 


Freeman J. Wood, general agent of 
Lincoln National in Chicago, was host 
to his agency staff Monday at a luncheon 
which was a feature of the agency’s 15th 
anniversary sales campaign. His terrj- 
tory comprises northern Illinois as wel] 
as Chieago and Cook county ana a num. 
ber of the district agents from outside 
the city were in attendance. The affair 
was informal. Mr. Wood, supervisors 
and several leading agents spoke briefly 
About 25 were present. 





———<—<$— 


Armstrong, Other Life Men 
Win Safety Council Posts 


D. B. Armstrong, second vice-presi- 
dent of Metropolitan Life, was elected 
vice-president for homes of the National 
Safety Council at the National Safety 
Congress attended last week in Chicago 
by 12,000 persons. Among those elected 
to the board of the council were Fred 
W. Hubbell, president of Equitable of 
Iowa; Frank L. Jones, Equitable So- 
ciety, New York City; Henry E. North, 





vice-president Metropolitan Life, and’ 


Thomas I. Parkinson, president of Equi- 
table Society, who was reelected. 

Popular exhibits at the convention 
were those displaying the engineering, 
health and safety services maintained by 
Metropolitan Life, Aetna Casualty and 
Marsh & McLennan. 


Blue Cross Results Told 


A total of $132,162,960 was paid hos- 
pitals ‘by Blue Cross plans during the 
first six months of 1948, an increase of 
$33,652,590 over payments during the 
same period last year, the Blue Cross 
commission of American Hospital Assn. 
announced at the annual conference of 
Blue Cross plans at French Lick, Ind. 

Total income for all plans in the six- 
month period was $150,877,895, of that 
amount 87.6% went to hospitals. Com- 
Dined operating expenses for all plans 
were 10.8%. 








The Life New York City Underwrit- 
ers’ Assn. will hold its first fall dinner 
meeting at Hotel Pennsylvania, Nov. 4. 
Clifford H. Orr, general agent National 
Life of Vermont, Philadelphia, and 
president National association, will 
speak on “New Challenges.” 








LEGAL reserve fraternal 

life insurance society for all 
Lutherans on 3% American Ex- 
perience reserve basis. Thirty 
years old — $215,573,110.00 in 
force. Mortality experience 1947 
18.10%. Rate of assets to liabil- 
ities—108.36%. 


* 


Our new agents’ contract, with 
retirement program, has been 
enthusiastically received by our 
agency force. You, too, will be 
interested. 

* 


Address your letter of inquiry 
to 


THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 


Herman L. Ekern, President 
608 Second Ave. So., Minneapolis 2, Minnesols 
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Devise TDB Plan 
for Small Groups 


(CONTINUED FROM PAGE 3) 


listed having less than 50% female em- 
ployes where average earnings per em- 
ploye are $40 weekly or more. 

Under both plans, the employer pays 
only 1/10 of 1% of the first $3,000 of 
annual earnings instead of %4 of 1%, 
and the employe pays 3% of 1% of the 
first $3,000 of annual earnings as he 
would under the state plan, but gets the 
extra benefits offered by Continental at 
no extra cost. 


Favorable Comparison 


Comparison of the plan “AAA” for 
employers with less than 25 employes 
shows how favorably the Continental 
plan compares with benefits provided by 
the state. The amount of weekly acci- 
dent and sickness disability benefit pro- 
vided by the state under the new law 
is approximately 60% of weekly earn- 
ings up to $22 per week benefit, based 
on past wage history in the same man- 
ner as unemployment compensation 
benefits. The Continental plan provides 
benefits of 66-2/3% of weekly earnings 
up to $27 per week, based on current 
earnings. While hospital confined, bene- 
fits otherwise payable are increased 50%. 

In other words, the advantages of 
the Continental “AAA” plan over what 
the state provides amount to from 11% 
to nearly 23% higher disability bene- 
fits, or up to $5 per week more than 
the state plan. If the employe earns 
$40.50 per week or more, he can collect 
$40.50 each week he is hospital con- 
fined. While the state bases benefits on 
past wage history, the Continental bases 
them on current earnings, a_ talking 
point with employes. 

The state plan provides benefits be- 
ginning with the eighth day of disabil- 
ity which are payable from 10 to 26 
weeks during any 12 consecutive months. 
Continental, under the “AAA” plan, 
provides benefit to begin with the eighth 
day of disability payable up to 26 weeks 
for each period of disability rather than 
just from one period during the year, 
regardless of past wage history. 

The Continental “AA” plan is only 
slightly less liberal. It provides up to 
11% greater disability benefits for em- 
ployes earning less than $35.54 a week 
than the state plan provides. If the 
employe is hospital confined, he can 
collect as much as $33 per week as 
against the $22 weekly maximum under 
the state plan. 

Under the Continental “AA” plan, 
the maximum 26-week period of benefit 
is also offered for each period of dis- 
ability rather than during the year. 


Detail at Minimum 


The Continental Casualty literature 

which has been distributed to New Jer- 
sey agents describes both plans and 
contains a consent form to be signed 
by a majority of employes and the offi- 
cial application for approval of the plan 
to be completed and returned in an en- 
closed postage-paid reply envelope. The 
company stresses that there is no more 
detail necessary than to answer all ques- 
tions in the forms provided with the 
literature, 
_ Employers are advised merely to in- 
form employes of their intent to adopt 
the private plan, to distribute a descrip- 
tion of the plan among the employes 
for their consent and when a majority 
have signed the form, the requirements 
of the law have been met. The em- 
Ployer retains the consent with signa- 
tures. The employer is then instructed 
to complete the application with his 
Tegistration number and the name of 
the licensed agent or broker of his 
choice. 

Continental Casualty has simplified 
the administration under the private 
Plan. The employer merely sends one 
check to Continental Casualty for the 
amount due (.85 of 1% of the first 
$3,000 of taxable wages per employe) 
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Industry Report 
Rejected at St. Louis 


(CONTINUED FROM PAGE 3) 


ers, Life Insurers Conference and In- 
ternational Federation of Commercial 
Travelers Insurance Organizations, 
with the chairmanship rotating. 
Fraizer, general counsel of H. & A. 
Conference, who was chairman at the 
time of this meeting, submitted that re- 
port. 


Statement of Principles 


The principal product of the indus- 
try committee’s work was the so-called 
statement of principles, which seemed to 
be rather favorably received by the 
commissioners, although some of them 
thought it did not go far enough on 
some points. The tabling of the report 
as such: apparently would not preclude 
the approval of the statement by the 
commissioners’ committee. No indica- 
tion was given as to the action to be 
taken on it other than the fact that a 
supplemental report is to be made by 
the implementation committee, which 
was concerned primarily with the way 
in which the principles in the statement 
were to be made effective if approved. 

The statement, which was presented 
at the initial session by Paul H. Rogers, 
Aetna Life, chairman of the drafting 
committee, was described as a possible 
standard to be followed in the admini- 
stration of present laws containing 
broad standards which are difficult of 
application in particular cases, and a 
possible aid in more effective admini- 
stration of those laws. It was empha- 
sized it is intended to be flexible and 
easy to change if changes are found to 
be necessary. The general idea was that 
the statement if approved, would be 
promulgated by the commissioners in 
much the same way as the Official 
Guide. Inasmuch as there will have to 
be changes in the Guide if the revised 
standard provisions law is adopted, one 
suggestion was that the statement be 
made a supplement to the Guide. 


OK Enabling Legislation 


In that connection the point was 
made that in some states there is no 
law authorizing the insurance depart- 
ment to set up rules and regulations 
and the question was asked whether the 
companies would approve legislation 
giving such power. The members of 
the industry committee present went 
into a huddle during the noon recess 
and reported back that it would be O.K. 
under proper standards. John Panchuk, 
Federal Life & Casualty, chairman im- 
plementation committee, was authorized 
to make formal report of the industry’s 
position on that matter. 

Another point taken up by the indus- 
try committee at that time was a sug- 
gestion by Commissioner Pearson of In- 
diana for a permanent industry commit- 
tee to which new policies could be sub- 
mitted for screening by companies that 
so desired, prior to filing with the de- 
partments for approval. Chairman 
Fraizer reported that the idea was quite 
favorably received and would be pur- 
sued further. It also seemed to meet 
with approval from the commissioners, 
who felt that it would save them a lot 
of work. 

The company men feel that some 
progress was made, through the clarifi- 
cation of the position of the industry in 
the statement of principles and the pos- 
sibility that it may form the basis, later 
on if not at the present time, for co- 
operative action. 





Grid Contest for Cross 


Cecil F. Cross, vice-president of Lin- 
coln National Life, will again be honored 
during November in a “football” con- 
test. There will be company competi- 








together with a copy of his quarterly 
tax report at the time he filed the orig- 
inal report with the New Jersey unem- 
ployment compensation commission. 


Franklin’s New Alabama Headquarters 


re 





Pate pe are 


Franklin Life has purchased this new, modern building in Montgomery for its Ala- 


bama headquarters. Since January, 1944, 


W. W. Chamberlin, southeastern manager, 


has built an Alabama organization that ranks among the company’s leaders in produc- 
tion, although less than five years ago there were only a few Franklin representatives 


in the state. 





tion and also a contest conducted within 
each agency. Winners in the national 
contest, on the basis of production and 
premium income, will be named “All- 
Americans” and _ receive a_ personal 
memento from Mr. Cross. 

The agency contest will be divided 
into four quarters or four short con- 
tests within the longer one. They will 
feature team and individual competition, 
and in many cases inter-agency contests 
are being arranged. A special one-day 
drive will be held on Nov. 16, the birth- 
day of Mr. Cross. 





Conn. General Has Claim Meet 
Connecticut General Life held a three- 

day conference for field claim men this 

month at the home office. Heads of de- 


partments: participated in the meetings 
which were held on a round table basis. 
There were no prepared talks, and prob- 
lems of mutual interest were discussed. 

Godfrey M. Day, assistant secretary 
of the claim department, said the con- 
ference brought out suggestions for sim- 
plification of handling payments on 
group accident, sickness, and hospital 
expense. 





Great Southern Has N. O. Rally 


Great Southern Life held a meeting 
of its Great Southern Club, made up 
$200,000 producers, at New Orleans. 
Qualifiers were from Oklahoma, New 
Mexico, Louisiana and Texas. Dele- 
gates saw the Tuane-Auburn football 
game. 





“And This 
Is the 
Track You'll 
Travel 














gation. 





From the very beginning new sales representatives of Fidelity Life 
Association travel on a very definite track of activities. Every step 
is down in black and white. This track to travel on is a very im- 
portant part of Fidelity's sales training program. We feel that 
Fidelity's sales track is extended to cover a considerably greater 
distance than the average, bringing every new recruit just that much 
closer to assured and continued success in life underwriting. Com- 
plete details of our "Career Builder" plan available without obli- 
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l ACTUARIES || 


COATES, HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 





























ILLINOIS 


THOMAS and TIFFANY 
CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone F: 
B. Russell Thomas, A 
Carl A. Tiffany 








2633 
S., A.A.LA. 

















Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 


ie S. La Salle St., Chicago 3, Illinois 
Telephone Franklin 4020 


Rory S. Tressel, M.A.1.A 

M. Woifman, F.A.1.A, 

N. A. Moscovitch, A.A.1.A. 
W. M. Barkhuff, C.P.A. 


“wm. H. GI C.P.A. 
WwW. P. Kelly 
Robert Murray 

















INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis — Omaha 























MISSOURI 
NELSON and WARREN 


Consulting Actuaries 
915 Olive Street, Saint Louis 
Central 3126 




















NEW YORK 


Established in 1865 by David Parkes Fackler 


FACKLER & COMPANY 


Consulting Actuaries 
8 West 40th Street 








New York 

















Consulting Actuaries 
Auditors and Accountants 


Wolfe, CorcoranandLinder 


110 John Street, New York, N. Y. 
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PENNSYLVANIA 


| FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
ASSOCIATE 


E. P. Higgins 
PHILADELPHIA 























VIRGINIA 
BOWLES, ANDREWS & TOWNE 


CONSULTING ACTUARIES 
915 American Bldg., Richmond 19, Va. 


| Robert J. Towne, F.A.S.A., F.A.1.A. 
| T. Coleman Andrews, C.P.A., M.A.I1.A. 
| Thos. P. Bowles, Jr., F.A.S.A., F.A.1.A. 























Gives Direct Mail 
Cardinal Principles 


Cardinal principles for direct mail 
success were presented by Edward N. 
Mayer, Jr., president of James Gray, 
Inc., advertising specialists, at a meet- 
ing of the League of Life Insurance 
Women, New York City. 

“They’re no cure-all for sick direct 
mail,” Mr. Mayer said, “but no mail 
campaign that disregards them can suc- 
ceed.” He listed the following: 

Know exactly what you want your 
mailing to do for you. What are you 
trying to accomplish? Do you want an 
order, an inquiry, or a chance to make 
a personal call? It may sound ridicu- 
lous, but it’s surprising how many 
pieces of mail keep their objective so 
well hidden that not even a Philo Vance 
or Nero Wolfe could find a single clue. 
It may take some deep digging to un- 
earth your objective for you, but once 
you decide what it is, keep it in front 
of you even if you have to have it writ- 
ten out in letters a foot high! 

Address each mailing piece correctly 
to an individual or company who can 
buy the product or service you have to 
sell. There is no doubt that the list is 
the absolute foundation of successful di- 
rect mail. Good mailing lists are not 
easy to find or compile. Most of them 
contain three or four suspects for every 
prospect, but they can be built to fit 
your individual needs. 

Write your copy so that the recipient 
will know what your product or service 
will do for him. Have you appealed to 
his or her selfish instincts or have you 
used all of your white space talking 
about yourself, your president and your 
company? Have you made your copy 
human and easy to read? Have you 
given all the information your prospect 
needs to make him take the action you 
desire? 

Make the layout and format of your 
mailing tie in with your over-all plan 
and objective. Have you used black- 
and-white when four-color printing is 
indicated? Have you used a typewritten 
letter when mimeographing would fit 
the picture better? Would you read 
a similar-appearing piece if you re- 
ceived it? The appearance of your mail- 
ing must be in keeping with the over-all 
job you're trying to do. 


Make It Easy for Prospect 


Make it easy for your prospect to 
send you an order or an inquiry. Have 
you included in your mailing an order 
form and reply card or envelope? Final- 
ly, have you taken all of the guesswork 
out of the problem of buying what you 
have to sell, no matter where or how 
it’s sold? 

Tell your story over again. Very few 
salesmen make a sale on their first call. 
Even the best of them call back many, 
many times before turning a prospect 
into a customer, and it isn’t reasonable 
to expect a single mailing to produce 
a larger return. There are many cases 
where one mailing not only paid its own 
way, but made a large profit. But for 
every one-shot that succeeds there are 
at least ten that don’t show results until 
the third, fourth or even tenth mailing. 

Test every mailing you make. Never 
take anything for granted in direct mail 
advertising or selling. Don’t even trust 
your own experience. Test everything— 
even the ideas that seem sure to fail as 
well as the ones that are bound to suc- 
ceed. You'll find out, just as every suc- 
cessful user of the mail has, that you 
never can tell what’s going to happen 
until the results are in. 


N. Y. Managers Dinner Dec. 8 


The annual dinner of the Life Man- 
agers Assn. of New York city will be 
held Dec. 8 at the Waldorf-Astoria. 





W. G. McKenney, tax attorney of 
Baltimore, will discuss “Life Insurance 
and the Estate Tax” at the meeting of 
the Life Insurance and Trust Council 
of North Jersey at the Robert Treat 
hotel, Newark, Nov. 4. 


Executive V.P. 





Clarence J. Myers, 
whose election as ex- 
ecutive vice-presi- 
dent of New York 
Life was reported in 
last week’s issue, 
was elected secretary 
in 1942 and vice- 
president in 1946. 
He is an alumnus of 
Colgate University. 








Carrell Named Field Head 


Victor E. Carrell has been appointed 
superintendent of agents and field repre- 
sentative by A.O.U.W. of Kansas. He 
has had 20 years’ insurance experience. 
Mr. Carrell in addition to developing the 
or force will train new men for the 

eld. 


N. Y. City Cashiers’ Forum 


At the October meeting of the Life 
Agency Cashiers’ Assn. of New York 
City R. I. Curran, Massachusetts Mu- 
tual, vice-president of the Life Super- 
visors Assn.; J. E. Kunken, assistant 
manager, Mutual Life, Hempstead, and 
Selby L. Turner, New England Mutual, 
member Million Dollar Round Table, 
spoke on how the cashier can assist 
agents and supervisors in their work. 
After the speeches, the president, Robert 
Tietze, Massachusetts Mutual, conducted 
an open forum. . 


Buys Gerber Products Co. Bonds 

Gerber Products Co. has sold to a 
number of institutional investors, includ- 
ing New York Life, an aggregate of 
$314 million of new 3%4% sinking fund 
debentures, due in 1963. Kidder, Pea- 
body & Co. acted as agent. Proceeds 
will be used to refinance presently out- 
standing long term debt aggregating 
$2,500,000 and provide additional work- 
ing capital. 








_Floyd L. Gurnsey has been appointed 
district organizer at Haywend, Cal., by 
the San Francisco agency of Great-West 
Life. He is a graduate of Whitworth 
College and has been a personal pro- 
ducer. 


New Procedures 
Are Told Managers 


Union Central’s new recruiting ang 
training procedures were presented to 
12 midwestern managers at a 5-day 
meeting in Chicago conducted by W. F. 
Hanselman, vice-president and superin- 
tendent of agencies and, H. P. War. 
rener and F. W. Gusweiler, assistant 
superintendents. 

The object of the program is to make 
sure the company obtains the best quali- 
fied men with the best training possible 
A purpose is to reduce what has been 
opinion in the past to fact, and to fyr. 
nish a practical program on a daily 
schedule basis for early weeks of a new 
man’s career. 

The meeting was the fifth in a series 
which will enable all managers to get 
a good look first hand. The program js 
the result of several years’ work by the 
agency department. 


Detroit Women Hold Clinic 


‘The women’s group of the Detroit 
Life Underwriters Assn. held a clinical 
work shop and dinner at which speakers 
were Ruth M. Kelley, Manhattan Life: 
Alberta Light, National of Vermont: 
Lois Nelson, Massachusetts Mutual: S. 
Alberta Stutsman, Massachusetts Mu- 
tual. Lillan Hogue, New York Life, was 
moderator. 








Clifford M. Nelson, Union Central, 
Woodland, Cal., has been elected presi- 
dent of the chamber of commerce there, 





Joins Hancock 





EdmondF. 
Wright, Cambridge 
personnel expert, 
whose appointment 
as executive assist- 
ant of John Hancock 
was reported in last 
week’s issue, has 
been special assist- 
ant to the chairman 
of the national se- 
curity resources 
board. 








LOUIS LIPSKY, President 


EASTERN LIFE INSURANCE COMPANY 
OF NEW YORK 
JACOB ISH-KISHOR, Vice-President and Secretary 





Progressive - Sound - Friendly 








386 Fourth Avenue, New York City 
LExington 2-5950 


MAXIMUM FIRST YEAR COMMISSIONS 
GUARANTEED RENEWAL COMMISSIONS 
STANDARD RISK AND SUB-STANDARD POLICIES 
PREFERRED RISK AND FAMILY INCOME POLICIES 
RENEWABLE TERM POLICIES 
JUVENILE POLICIES ISSUED 


General Agencies Available in New York, New Jersey, Delaware and Washington, D. C. 
For further information write to HARRY YARIN, Vice-President and Superintendent of Agencies 
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QUALITY FIRST 
$200,000,000 SECOND 


The Indianapolis Life Insurance Company has recently passed 
the $200,000,000 mark of insurance in force. 


The primary emphasis of the Company, through its more 
than forty-two years of service, has been on QUALITY. 
The Company's representatives are quality life under- 
writers, carefully pe ev and thoroughly trained to give 
quality service. Assets are composed of investments 
selected for quality and safety. Surplus is "more than 
ample." 
Thus, QUALITY is the key word and is MOST IMPORTANT. 
Growth from $17,202,655.63 in assets in 1935 to over $54,- 
000,000 in 1948, and of i insurance in force from $95,756,258 
to over $200,000,000 is gratifying. Size will continue to be 
second to quality in importance. 


Fieldmen and policyholders are enthusiastic about this 
program. 


Indianapolis Life Insurance Company 


Indianapolis 7, Indiana 


An Old Line, Legal Reserve, Mutual Company 


Agency opportunities in Evansville, Indiana; Toledo, Ohio; Springfield, 

Illinois; Amarillo, Texas; Davenport, lowa; Rochester, Minnesota, and 

other choice cities. 
A. H. Kahler 


Vice-President and 
Supt. of Agencies 


Edward B. Raub 
President 

















retary 











YIM 








pe IN 


Fl! 
oN 
\ 




















DETROIT S “FIRST” 


IN CONVENIENCE - COMFORT - QUALITY 


In the heart of the downtown, office, theater, 
and shopping area. Friendly, courteous service 
to make your stay in Detroit a pleasant memory. 
The Tuller Coffee Shop or Cafeteria for excel- 
lent Food modestly priced. The Hotel Tuller, 
Detroit's largest, is the place to stay. 


visit our Cocktail Lounge 
ONE OF DETROIT'S FINEST 


800 ROOMS with BATH From 2° 


Hotel Culler | 


FACING GRAND CIRCUS PARK 
RICHARD C. HODGES, Manager. 
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THE BENEFIT OF 
THE DOUBT... 


If doubt exists that cannot be 


removed, give the policy- 
holder the benefit of it. 


That is the rule which this 
Company has been following 
in the adjustment of claims 
from its very beginning. 


It means that we go beyond 
the legal obligations of the 
policy and take into account 
the moral obligations as well. 
It works. 
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A UNIQUE IDEA... 


Northwestern Mutual Policyholders 


receive 2 Reports annually 


Published along with the regular Annual Report of 
Northwestern Mutual, there is a special kind of report, 
made by the Examining Committee of Policyholders. 

This “second” report reviews the investment policy 
of the Company—gives a first hand study of Field and 
Home Office operation and organization—and contains 
a special audit prepared by auditors independently ap- 
pointed by the Examining Committee. 

The Committee itself is each year made up of five 
representative policyholders. A new Committee is ap- 
pointed each year by the Board of Trustees to make this 
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unusual study. Members travel from all parts of the 
country to the Home Office . . . leave no stone unturned 
in conducting their survey. 

Members of the 1947 Committee were: W. E. Buchan- 
an, President, Appleton Wire Works, Inc., Appleton, 
Wisconsin; W. B. Greene, President, Barber Greene 
Company, Aurora, Illinois; Joseph P. Kasper, President, 
Associated Merchandising Corp., New York, N. Y.; 
Dave D. Price, President, The Economy Company, Okla- 
homa City, Oklahoma; Robert P. Robinson, Wisconsin 
State Senator, Beloit, Wisconsin. 
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Excerpt from the 1947 Report 
of the Examining Committee of Policyholders 


This is another reason why no company excels North- 
western Mutual in that happiest of business relationships 
—old customers coming back for more. 


Lhe NORTHWESTERN MUTUAL Life Insurance Compan | 


FOUNDED 1857 e 


MILWAUKEE, WISCONSIN 








